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” EVERY FIELD of activity we are reminded 
over and over again that knowledge is power. 
This is particularly apparent in the life insurance 
field. The man who knows the entire scope of life 
insurance service and understands fully its possi- 
bilities is the man who knows best how to apply it 
to the needs of his clients. 

More and more the effective representative of a 
life insurance company is coming to be a counsellor 
rather than a solicitor. His position is, in many 
ways, parallel to that of the trust officer in a bank. 


‘He is taken into the confidence of his client and to- 


gether they study and solve estate problems. He 
shows the client the value of life insurance in creat- 
ing and building an estate. He advises the client as 
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Insurance In Force Over One Hundred and Sixty Million Dollars 








to the importance of the protection available 
through life insurance. He helps the client arrange 
for the proper administration of his life insurance 
funds. 

Tom Wise places Knowledge as the second qualifica- 
tion necessary to the success of a life insurance repre- 
sentative because he knows that the day of the “high- 
pressure” life insurance salesman is passing. He knows 
that his place is being taken by the life 
insurance counsellor whose power is as 
the power of ten high-pressure salesmen 
because his clients look to him for wise 
aid in providing happiness and security 





for themselves and their families. 
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A New Trainin 


System! 


‘By 


She DIAMOND LIFE BULLETINS 
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of the largest and best Life Insurance companies 
in the United States found that, in 1927, only 


PER CENT of their field force paid for as much as 
Wnts, 13 $150,000. That means that 87 men out of every 100 made 
LESS than $200 a month in first-year commissions. Other 

companies admit similar figures. 








Essentials of Life Underwriting 
A Study-and- Practice Course 


Some Underwriters are trying to sell without proper 
training in either theory or practice. 

Some, on the other hand, are stuffed with un- 
related, disorganized, unessential facts, most of which 
had better be forgotten. 

For these reasons, the tendency is to jump from one 
plan to another, with no attempt to simplify or 
standardize the underwriting process. 


The Answer 


A Plan of education that simplifies and standard- 
izes the essentials and discards the rest. 


A Plan which enables the Underwriter to standard- 
ize the needs of various types of prospects, so as to 
avoid the elaborate, time-wasting features of “pro- 
graming” as it is now generally practiced. 

A Plan that shows how to locate and classify pros- 
pects and to use the endless chain system for building 
a clientele. 


A Plan that fully and completely teaches the great 
modern conception of “Life Insurance as an In- 
vestment”—a conception which leads to easier and 
more profitable selling methods. 

A Plan which gets rid of all the accumulated 
“bunk” about “The Sale” and applies to Life Un- 
derwriting the simple, practical, profitable selling 
methods now used in other lines. 

A Plan which makes it possible for an Underwriter 
to organize his work and to keep records by the ex- 
penditure of not more than one-half hour each day. 

A Plan which deals rationally with Settlement 
Options, showing just how far they should be used— 
what they can and cannot be expected to do. 


For the General Agent 
A Plan which will assist him in conducting agency 
meetings. 
A Plan which will give him letters and educational 
material which can be easily and profitably sent to his 
outside men. 


Diamond Life Bulletins subscribers will 
receive all of this material free. 
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These FACTS challenge the whole 
Life Underwriting Fraternity 


Such a situation could not exist if our present methods of selection, 
education and supervision were adequate. Of course, only the General 
Agent or Manager can improve selection and supervision, but outside 
organizations can assist both the General Agent and the individual 
solicitor in the educational program. 


What, then, of our present educational systems? 


Many of the study courses now available are involved relics of the past. 
Many of the sales methods taught do not accord with the best of modern 
practice. 

Rarely are definite, “brass tacks” plans offered which will actually pro- 
duce in the field. 


Some courses leave the General Agent and Manager out of the picture 
altogether, thus depriving the agent of essential counsel and supervision; 
others burden the Agency head with additional administrative duties. 


Now, after ten years of intensive field research, The 
Diamond Life Bulletins offer an entirely new Study- 
and-Practice Course in Life Underwriting to meet 
the changed conditions. 


MAIL THE COUPON 











THE DIAMOND LIFE BULLETINS, 
420 E. Fourth Street, Cincinnati, Ohio. 


Pendulum”, explaining your new training system. 


Name 


Address 
City and State 


Company eiiceileaaiielieiion Title 





Please send me Mr. Thorp’s new booklet, “The Swing of the 
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Dependability 














Mien are judged by their 
character—and one of the greatest elements of 
character is dependability. A man who fulfills his 
obligations and keeps his promises is a man of 
integrity. 


This measuring stick of character may be 
applied to organizations and institutions as 
well as to individual men. 


Illinois Life men rely implicitly upon their 

company. They know from experience that 
the institution they represent may be trusted abso- 
lutely to meet its obligations in full. 


For thirty-five years the Illinois Life has been 
building a reputation for fair dealing and ser- 
vice. The men in the field have learned to expect 
the utmost in performance from their company — 
and their expectations have always been realized. 


A good company —a dependable company 


The Illinois Life Insurance Company enjoys the distinction e 
of being the first legal reserve life insurance company, 
now active, to be chartered by the State of Illinois. 


Illinois Life Insuranee Co. 


Ilinois Life Building Chicago 1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Thirty-Third Year No. 12 


WATCHFUL WAITING 
SELLING METHODS 


E. H. Earley of the Northwestern 
Mutual at Brooklyn Explains 
His System 


ANALYZES YEAR’S WORK 


Draws Some Interesting Conclusions 
as to Sources of His Business 
and Plans Used 


“Watchful waiting, order taking” was 
the slogan-title taken Ernest H. 
Earley, special agent for the North- 
western Mutual Life in Brooklyn, in his 
talk before the New York Sales Con- 
Mr. Earley is a young man in 
the business, but he has made a remark- 
able record and told of his methods in 
the making of this record. He started 
in the business in 1923 and in the 
years since then has written $6,292,000 
of life insurance on a total of 

Analyzed Last Year's Work 


Mr. Earley first analyzed his last 
year’s work, to illustrate his working 
methods. In 1928 he placed $1,275,000 
on 118 lives, the average policy being 
$9,723. To achieve this result, he made 
2,904 calls, resulting in 322 interviews. 
That, he said, ‘might indicate that he 
was inclined to visit a bit too much on 
each call, but it also indicated that re- 
sults require work, for his daily average 
of calls was 11.4. He had kept an ac- 
tual check on his work and found that 
his average working day was 10.1 hours, 
of which 4.25 were spent soliciting. It 
was this long and somewhat slow pro- 
cess of cultivating business, netting only 
One interview to about nine calls, that 
he called “watchful-waiting, order-tak- 
ing.” He tries to show that he is en- 
deavoring to serve his clients as best 
Possible and let the goodwill thus cre- 
ated motivate the business. 


Results of Telephone Calls 


by 


gress. 


five 


577 lives. 


Further analysis showed that of his 
business, $527,000 was on old policyhold- 
ers and $566,000 was on 47 lives he 
classed as cold contacts, though this 
Classification included repeat calls on 
those originally the result of cold can- 
Vass. He uses cold canvass very lit- 
tle now. Mr. Earley expressed disap- 
Pontment that he had received only 
$182,000 as the result of telephone calls 
at the office, for an analysis by the Re- 
search Bureau showed the general av- 
‘rage among business men to be about 
~) to 30 percent secured in this way. 


~9” 


Lines of Approach Illustrated 


Many cases were then cited from his 
sales experience, to illustrate the vari- 
ous lines of approach he uses and the 
Manner in which he develops business, 
slowly, but persistently. By closely 
Watching each prospect and his many 
Contacts, he keeps in constant touch 
With potentialities and closes in for a 
‘ale whenever the time is propitious. As 
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FEDERAL CASUALTY 
' TO ENTER LIFE FIELD 


COMPANY SOON TO EXPAND 
It Has Made Fine Success in Writing 
Health and Accident Insurance 
in Its Field 


—_——_— 


DETROIT, March 21.—The Federal. 


Casualty of Detroit, of which V. D. Cliff 
is president, one of the oldest purely 
accident and 
health compa- 
nies in the 
field, has de- 
cided to enter 
the life busi- 
ness and is 
now having its 
charter amend- 
ed to permit of 
the change. At 
the start the 
company will 
issue five life 
policies, and 
these and the 
new rate-book 
are being pre- 
pared and will 
be ready with- 
in the next few weeks. President Cliff 
has long had an expansion move in 
mind and at one time considered enter- 
ing the general casualty field, which the 
other Detroit accident and health com- 
pany, the National Casualty, has done; 
but has finally decided upon the life ex- 
pansion. 

The name of the company will be 
changed to embrace both the life and 
casualty branches and later it is also 
likely that the capital and surplus will 
be increased perhaps to a half million 
each. At present the Federal has ample 
resources, with $300,000 capital and the 
same in surplus. 


Cliff the Controlling Force 


President Cliff founded the Federal 
and has been its controlling force and 
owner of the stock. He will now build 
a larger home office organization and 
plans to build the life business not as a 
mere annex of the accident and health 
business, but to develop a real life com- 
pany. The company owns its own of- 
fice building on Grand boulevard, and if 
this is not sufficient for the new pro- 
gram it will be either enlarged or sold 
and another purchased. 

President Cliff leaves shortly for Pine- 
hurst, N. C., for his usual month’s vaca- 
tion and shortly after his return expects 
to have the personnel for the new life 
department pretty well made up as well 
as the policies and rate book ready to be 
issued. 





Vv. D. CLIFF 


an example of the long time develop- 
ment, the suggested that it is well to 
make a record of all the young folks in 
the prospect’s family, for, if the agent 
is in the business 10 years or so, these 
are the keenest prospects for the fu- 
ture. It is thus that he carries out 
“watchful waiting,” not by sitting at 


his desk and waiting, but by working 

constantly and diligently and covering 

every possible tangent of business de- 
(CONTINUED ON LAST PAGE) 
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LIFE INSURANCE MAN 
OF TOMORROW DESCRIBED 


WILL RECOGNIZE QUALITY 
Manager Holcombe of Research Bureau 


Talks at Connecticut Insurance 
Day in Hartford 





HARTFORD, March 21.—‘The Life 
Insurance Man of Tomorrow” was pic- 
tured by John Marshall Holcombe, Jr., 
manager of the Life Insurance Sales Re- 
search Bureau, in a talk before the Con- 
necticut Insurance Day program here 
last week. This man of tomorrow was 
a vastly different being than the agent of 
yesterday and the many items of agency 
training and modern underwriting en- 
tered into the making of the new man. 
Mr. Holcombe emphasized the fact that 
he did not stand as a prophet, but his 
research work enabled him to see cer- 
tain changes now taking effect in the 
selling field, which are certain to be- 
come generally adopted in the near fu- 
ture. 

Quality 


Will Be Stressed 


He first said that the life insurance 
man of tomorrow will pay vastly more 
attention to quality than in the past. He 
said that those in the business have been 
worshipping at the feet of the goddess 
production, but that quality of business 
is becoming recognized as essential to 
sound underwriting and it will be 
stressed in the future rather than produc- 
tion. Policies will be sold in increasing 
numbers, of course, to cover all men’s 
needs and, even further, his aspirations, 
but they will be done with an eye to 
quality. So sold, they will be infinitely 
less liable to lapse—advantageous to all 
concerned. 


Business Language Desired 


Next he said that the life insurance 
presentation of the future is certain to 
be in business language, on a business 
basis. The result of the bureau's recent 
business men’s survey showed that they 
do not like the average agent’s approach 
because he does not talk the business 
language. In the future, the agent will 
talk their language and “get aboard” 
with them. This was in reference to a 
story told by Bruce Barton of a man 
attempting to board a moving train: He 
did not run at right angles to the train 
and try to run into it, but rather ran in 
the same direction, getting along side 
and in step with it and then getting 
aboard easily. That, he said, was a sale. 

Mr. Holcombe then said that the cold 
canvass will be on the decline. He said 
the presentation for a business man cer- 
tainly cannot be made successful, if he 
has never been seen before. 

The sale of the future will not be “a” 
policy, but “the” policy, suited to the 
specific needs of the man. The business 
men’s survey also showed protection 
negligible in proportion to the actual in- 
come of this country. As yet the in- 
crease in premium percentage has not 
been notable. Now only 3 percent of 
the annual income goes into life insur- 
ance—and it was 2% percent only a few 
years ago. 

The agent of the future will be opti- 
mistic and positive, rather than negative, 

(CONTINUED ON PAGE 28) 
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CHARGE NEW JERSEY 
REPORTS ‘‘DOCTORED” 


Legislative Committee Scores For- 
mer Insurance Department 
Head 


SAYS FACTS CONCEALED 


“Official” Report of Examination, for 
Other Departments, Alleged to Dif- 
fer from “Confidential” One 


21.—Ad- 
banking 


March 
the 
and insurance department of New Jersey 
under Commissioner Edward Maxson, 
recently retired, was roundly scored bby 
the Davis investigation committee in 
its report to the legislature, just issued. 
While stating that Mr. Maxson did not 
financially profit through the 
transactions disclosed, the committee 
maintains that “his inertia and utter lack 
of initiative resulted in a deplorable sit- 
uation which gave rise to this investiga- 


TRENTON, N. J., 


ministration of affairs of 


any of 


tion and which this investigation ‘has 
confirmed.” 
Charges Dual Reports Made 
While the major part of the report 


is devoted to reviewing banking affairs, 
extended reference is made as well to 
the insurance situation, In the latter 
connection the department is accused 
of having made on several occasions, 
with the knowledge and acquiescence of 
the commissioner, two reports of a given 
examination, one the so-called “official” 
report, the other “confidential,” and that 
the motive has been to enable insurance 
companies of this state to present to 
other states the “official” report, which 
on its face purports to be the entire re- 
port of an examination, “whereag, in 
fact, material, relevant, pertinent matters 
have been suppressed from the official 


report and are contained only in the 
confidential report.” 
Called “Absolutely Indefensible” 
“This,” the committee says, “is a 


fraud upon the insurance departments of 
other states and absolutely indefensible. 
The reasons assigned in one such con- 
fidential report for the making thereof, 
separate from the official report, was the 
prominence of the men in the company. 
The deputy admitted that the separation 
into two reports was made to enable the 
company to enter New York state. He 
had been deputized by the company to 
assist it in effecting such entrance, but 
when the reports were prepared by the 
department and presented to the com- 
pany, its officials deemed the separation 
and suppression wrongful and refused 
to present the official report to New 
York state, although it was a required 
condition precedent to entrance, 

“The deputy claimed that the offensive 
practice was followed in other states, 
notably New York, but was unable to 
prove any instances thereof or any pre- 
cautions taken by him to discount the 

(CONTINUED ON PAGE 28) 
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LIFE WRITINGS GAIN 
IN FIRST TWO MONTHS 


———_—— 


FEBRUARY INCREASE SMALL 





Total of New Business in Second 
Month Is $973,048,000 for 44 
Companies 





NEW YORK, March 21.—New life 
insurance written by United States com- 
panies in Februaty was .4 of 1 percent 
greater this year than in 1928. Such 
new insurance the first two months of 
this year was 9 percent greater than 
during the corresponding period of last 
year. These facts are indicated by a 
report by the Association of Life In- 
surance Presidents to the United States 
Department of Commerce for official 
use. The compilation aggregates the 
new business records—exclusive of re- 
vivals, increases and dividend additions 
—of 44 member companies, which have 
82 percent of the total volume of life 
insurance outstanding in all United 
States legal reserve companies. , 

For February, the total new business 
of all classes written by the 44 com- 
panies was $973,048,000 as against 
$968,860,000 in February, 1928, a gain 
of .4 of 1 percent. New ordinary in- 
surance amounted to $683,663,000 as 
against $655,406,000—a gain of 4.3 per- 
cent. Industrial insurance amounted to 
$230,778,000 as against $221,949,000—a 
gain of 4 percent. Group insurance 
was $58,607,000 as against $91,505,000— 
a decrease of 36 percent. 


Two-Month Increase 9 Percent 


For the two-month period, the total 
new business of these companies was 
$1,997,526,000 this year against $1,832,- 
466,000 last year—an increase of 9 per- 
cent. New ordinary insurance amounted 
to $1,343,506,000 against $1,235,868,000— 
an increase of 8.7 percent. Industrial 
insurance amounted to  $496,776,000 
against $458,252,000—an increase of 8.4 
percent. Group insurance amounted to 
$157,244,000 against $138,346,000—an in- 
crease of 13.7 percent. , . 

The new paid-for business written in 
each of the first two months of 1928 
and 1929 and percentage increases in 
1929 are shown in the following table: 


Ordinary Insurance 





























jain 
Month 1928 1929 Pct. 
Jan. ...$ 580,462,000 $ 659,843,000 13.7 
Feb. ... 655,406,000 683,663,000 4.3 
$1,235,868,000 $1,343,506,000 8.7 
Industrial Insurance 

Jan. 236,303,000 $ 265.998,000 12.6 
Feb. ’ 221'949,000 230,778,000 4.0 
$ 458,252,000 $ 496,776,000 8.4 

Group Insurance 
F: nae 46,841,000 98,637.000 110.6 
rep. soem 91'505,000 . 58,607,000 —26.0 
$ 138,346,000 $ 157,244,000 13.7 

Total Insurance 
JOR. coe 863,606,000 $1,024,478,000 18.6 
Feb oe ’ $68,860,000 973,048,000 4 
$1,232,466,000 $1,997,526,000 9.0 


CALUMET NATIONAL’S 
FINE HEALTH SERVICE 





The Calumet National Life of Chi- 
cago, which has its main office in the 
Insurance Exchange, has started writ- 
ing business. Its assets are $1,508,729, 
capital $500,000 and contingency funds 
and surplus $1,004,229. It is backed by 
some of the substantial business men 
and bankers of Chicago. The company 
will devote considerable attention to 
health conservation. Dr. William S. 
Sadler, vice-president and medical di- 
rector, is an authority on health matters, 
nationally known. He is an author and 
lecturer as well as a physician. An an- 
nual health questionnaire service includ- 
ing a limited examination will be given 
each policyholder. 





SUN LIFE CAPITAL BILL 
APPROVED AS AMENDED 


DISPUTED POINTS TO COURT 





Main Question Is Whether Higher 
Limit Is Nullified by Company’s 
Writing Life Only 





OTTAWA, March 21.—The bill which 
seeks to increase the capitalization of 
the Sun Life of Canada from $2,000,000 
to $4,000,000 was passed with amend- 
ments by the house of commons 
committee on banking and commerce. 
These amendments involve the dele- 
tion of a number of clauses, as a 
result of an agreement reached by 
G. D. Finlayson, superintendent of 
insurance, and T. Macaulay, presi- 
dent of the company. The agree- 
ment is that points at dispute be- 
tween the federal officers and the com- 
pany be referred to the exchequer court 
for decision. 


Higher Capital Made Conditional 


In the original charter granted to the 
company, the capitalization was author- 
ized at $4,000,000 but the terms of 
incorporation set that sum as conditional 
upon the company carrying out the 
general business of insurance. (This 
clause was deleted from the charter 
several years ago.) The company con- 
centrated chiefly on life insurance and 
took up only $2,000,000 of its authorized 
capitalization. In view of that, the 
department officers are of the opinion 
that further right to take up the addi- 
tional $2,000,000, does not now exist. 
This is the question which, following the 
conference, will be referred to the ex- 
chequer court. 


No Question of Company’s Standing 


Mr. Macaulay declared that his com- 
pany was satisfied with such a refer- 
ence. A clause in the insurance act 
required that if any changes were made 
in the agcounts submitted to the de- 
partment, the company has the right to 
appeal against such changes. Mr. Fin- 
layson said the department had made 
a change in the capitalization of the 
company to $2,000,000, and this gave 
the company the right to proceed. He 
hoped no erroneous impression would go 
abroad respecting the company. There 
is no doubt as to its enormous strength, 
the efficiency and fidelity of its staff, or 
its scrupulous observance of the law. 


GEORGE B. SCOTT RESIGNS 





Third Vice-President of the Metropoli- 
tan Life Has Been Head of Con- 
servation Department 





NEW YORK, March 21.—George B. 
Scott, third vice-president of the Metro- 
politan Life in charge of the conserva- 
tion department, has resigned after 46 
years of service. Mr. Scott was one of 
the oldest officers in point of service. 
He joined the Metropolitan as clerk in 
the industrial department in 1883 and 
after several promotions was made su- 
perintendent of agencies in 1900. He 
served as such until 1910 when he was 
elected assistant secretary and was ap- 
pointed manager of the Pacific Coast 
head office at San Francisco. In 1916 
he was elected fourth vice-president. 
In 1919 he was made third vice-presi- 
dent and the following year he returned 
to New York to take charge of the 
conservation department. 


Convention Date Set 


The 1929 convention of the Hundred 
Thousand Club of the Missouri State 
Life will be held in St. Louis June 17- 
19. 

The latest reports are that 219 agents 
of the company have qualified for mem- 
bership in the club convention. A very 
interesting program is now in prepara- 
tion. 





GUARDIAN LIFE MEDICAL 
DIRECTOR MAKES TALK 


oo 


LOSE MONEY ON DISABILITY 





Dr. Charles B. Piper Tells New York 
Sales Congress Trials of 
Medical Director 





In ‘his address at the New York sales 
congress Dr. Charles B. Piper, medical 
director of the Guardian Life, told of 
the trials of a medical examiner. Dr. 
Piper said that the greatest drawback of 
his position is the necessity of having 
to decline risks and refuse requests of 
men in the field. 

“Of course, we would like to be co- 
operative,” he said. “I want to say that 
no life insurance company in the person 
of its medical director—remember I am 
speaking of selection—that no life insur- 
ance company is smart enough to beat 
the game. And with the tremendous 
tabulation of statistics which we have, 
with the illuminating light that for 20 
years has fallen upon the actual ex- 
perience of life insurance companies, 
there is no individual opinion which is 
absolutely beyond question. And it is 
not humanly possible for my company, 
nor for the medical department of your 
company, to select risks at lower rates 
than other companies in exactly that 
same type of risk, and maintain their 
financial solvency for a great period of 
time. Any company trying to do it will 
find itself on the rocks. 


Premiums Not Adequate 


“I am one that believes in the waiver 
provision incorporated in our contracts,” 
he continued, “but I do believe that pre- 
miums have not been adequate, and we 
have been upon an unwarranted basis 
accepting risks which have not been to 
the financial credit and advantage of our 
companies. The thing that causes it, of 
course, is that one having led, the rest 
must follow. I believe it is no secret 
matter and there is no reason why we 
should deal with it as a matter to be dis- 
cussed behind closed doors. The an- 
nuity provision especially has been cost- 
ing companies money. Thirty-five of 
the companies making returns in 1927 
showed that in 1925 there was a net loss 
of a little less than $6,000,000; in 1926 
it had risen to the figure of $7,300,000, 
and in 1927 there was $9,000,000 loss to 
be shown upon the records. And up 
until the end of 1928 I had it upon au- 
thority which was unimpeachable that 
the six leading companies of the United 
States since they began to write disabil- 
ity insurance, could show a net loss of 
over $55,000,000. 


Stimulates Business 


“We cannot attribute that to a total 
loss entirely because it is true that busi- 
ness has been stimulated, interest has 
been awakened in life insurance, and the 
life insurance contract has been gen- 
erally made more attractive, so that we 
cannot definitely charge that off as a net 
loss, but nevertheless we could obtain 
some of the same results with a little 
bit more care and a little bit more pre- 
caution than we are showing today, if 
we people in the medical departments, 
supported by agency staffs and you men 
in the field, could conserve some of the 
resources of the company and give bene- 
fits to the policyholders which are at 
present out of our reach.” 


Tells About Appointments 


The Life Insurance Company of Vir- 
ginia states that the new branch office 
manager at Birmingham is J. Robert 
Camp. The Norfolk, Va., branch does 
not replace the Chesapeake agency in 
that city. The company has not had an 
ordinary representative in Norfolk. The 
branch at Norfolk under Vernon L. 
Kofer is to be known as the Chesapeake 
agency. 





AUTOMOBILE FATALITIES 
ARE LOW IN JANUARY 


DEATH TOTAL REACHES 1,6 





Figure Is Approximated on Basis of 
Reports Made to Actuaries of 
the Travelers 





In January this year approximately 
1,600 persons were killed in automobile 
accidents throughout the United States, 
according to figures furnished by health 
and motor vehicle officials of 13 states to 
actuaries of the Travelers. The states in. 
cluded in the survey have practically 
one-fifth of the country’s population, 
Only one state reported no fatalities for 
January while the 12 remaining had a 
fatality toll of 292. 

On the basis of the combined popula- 
tion of the 13 states, an automobile 
fatality total of 292 would mean 1.31 
deaths for each 100,000 of population, 
With the population of the United 
States approximately} 120,000,000, this 
ratio of deaths for each 100,000 persons 
would result in a nation-wide fatality 
record of about 1,600 for January. 


Weather Restricts Driving 


Four of the states included in the sur- 
vey are in the east, five the far west 
and northwest, one middle west and 
three south. Reports received from 
many parts of the country indicate that 
weather conditions in January were not 
conducive to driving. The weather was 
so severe in some sections that driving 
was greatly restricted, as is indicated by 
one state’s report of 18 automobile 
fatalities as against an average of 56a 
month in 1928 and another’s report of 
no fatalities in January as against an 
average of six last year. 

The states from which reports were 
received for January are shown as fol- 
lows: Connecticut, 21; District of Co- 
lumbia, 8; Idaho, none; Indiana, 69; 
Maryland, 31; Nevada, 4; New Hamp- 
shire, 3; New Jersey, 61; New Mexico, 
3; North Carolina, 50; Vermont, 3; 
Washington, 21, and Wisconsin, 18. 


JUNIOR TRAINING 


Bert A. Hedges Has Gotten Out New 
Service for the Business Men’s 
Assurance 


COURSE 





Bert A. Hedges, director of field serv- 
ice of the Business Men’s Assurance o! 
Kansas City, who has had considerable 
experience in educational work with in- 
surance salesmen, has prepared a junior 
field training course. It is to be given 


to the new men as they come into 
insurance work. It is _ elemental 
and easily assimilated. It includes 4 


plan or working basis for a new sales- 
man. It is intended to deal during the 
first few weeks with experience in the 
field. It gives the new salesman a mini- 
mum knowledge of new contracts, 4 
about the rate manual and company 
rules and then teaches him the right 
working methods and habits. It gives 4 
daily program and requires the new 
man to plan his work systematically and 
make daily reports to his department. 


C. M. Kremer’s Good Work 


That Central Life of Iowa agents are 
lining up in fine shape in the membert- 
ship drive of the life underwriters ass0- 
ciation, is indicated in the recent recore 
of Kremer, sales manager 0° 
Wisconsin. Mr. Kremer was made ca? 
tain in charge of getting new members 
for the Madison, Wis., association an 
his quota fixed at 15 new _members, 
Friday noon, when the association me 
and his applications for 15 new members 
were to be turned in, Mr. Kremer pre 
sented applications for membership fro™ 
34 Madison underwriters. 
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COOPERATIVE PUBLICITY 
PLAN IS ANNOUNCED 





Committees of Nationa! Associa- 
tion and Research Bureau 
Reach Conclusion 


COST BASIS EXPLAINED 





Cooperating Companies and Their 
Agents Would Benefit by National 
Advertising Service 





The advertising committees of the Na- 
tional Association of Life Underwriters 
and of the Life Insurance Sales Research 
Bureau have just announced plans for a 
national cooperative advertising cam- 
paign to assist in securing better agents, 
in reducing terminations, and in reducing 
sales resistance to qualified agents. The 
plans call for a minimum expenditure 
of $500,000 per year for three years. The 
funds will be secured by having the co- 
operating companies contribute 7 cents 
per $1,000 of new ordinary insurance 
paid-for, plus .04 of 1 percent of the re- 
newal premium income from ordinary 
business. Particular emphasis is laid 
upon means of promoting the most ef- 
fective use of the advertising by the 
agency forces of the cooperating com- 
panies. 

When the bureau’s committee, after 
two years of careful study, reported to 
the bureau’s annual meeting in Chicago 
in October, 1928, that a cooperative ad- 
vertising campaign would be valuable 
and feasible, the meeting expressed 
itself as heartily in favor of national ad- 
vertising and asked the committee to 
prepare definite plans for proceeding and 
present them to the companies. 


First Concrete Proposals Made 


The bureau committee felt that it 
would be highly desirable to coordinate 
its efforts with the only other group 
that had been selected by the life in- 
surance business to deal with coopera- 
tive advertising. Accordingly, it has 
held meetings with the advertising com- 
mittee of the National association, and 
the two committees have developed and 
agreed upon the plans. In the past there 
as been much discussion of national 
cooperative advertising, but these are the 
first concrete proposals ever presented to 
ile insurance business. The value and 
practicability of cooperative advertising 
are shown by the bureau committee’s 
report on “Cooperative Advertising and 
the Distribution of Ordinary Life Insur- 
ance,” and by these plans. It remains 
for the companies to avail themselves o 
One of the greatest forces in modern 
business, 

The advertising committee of the bu- 
Teau consists of the following: M. A. 
inton, vice-president Provident Mutual, 
chairman; Philip Burnet, president Con- 
tinental American; W. W. Jaeger, vice- 
President and director of agencies, Bank- 
ers Life of Iowa; Frank L. Jones, vice- 
President Equitable Life of New York, 
and K. A. Luther, vice-president Aetna 
Life. Henry E. Niles, assistant manager 
of the bureau, is acting secretary of the 
committee. 

_ The advertising committee of the Na- 
tional association consists of: Julian S. 
Myrick, Mutual of New York, chairman; 
~ J. Berlet, Guardian; J. Elton Bragg, 
Union Central; Frank H. Davis, Penn 
Mutual ; William M. Duff, Equitable Life 
of New York, and Emmet C. Peebles, 
Northwestern Mutual. 


Aims of Campaign Given 


The advertising will furnish a contin- 
tous force for the information of the 
Public and will be backed by life insur- 
ance agents who are in all parts of the 

(CONTINUED ON PAGE 19) 





TRIBUTE PAID TO WORK 
OF LIFE ASSOCIATIONS 


WUERTH SPEAKS AT CONGRESS 





Most Successful Men in Field Belong to 
Organizations, Says New 
York President 





NEW YORK, March 21.—Tribute to 
association work and appeal for greater 
individual development of life under- 
writers were voiced by Gustav C. 
Wuerth, president of the New York As- 
sociation of Life Underwriters, in open- 
ing the annual sales congress of that 
body last week. Mr. Wuerth said: 

“Reduced to its simplest terms, my 
problem is to help you answer the ques- 
tion, ‘To be or not to be a successful life 
underwriter.’ In these glorious life in- 
surance days, when the production of 
new business is reaching such amazing 
totals there is danger in assuming that 
anything will ‘get by,’ in other words, 
any kind of life insurance selling and 
any kind of life insurance service will 
satisfy the public and bring in the order. 





GUSTAV C. WUERTH 


On a rising stock market the public will 
purchase securities without too much 
discrimination but the sale of life insur- 
ance hasn’t reached that stage in its de- 
velopment—and it never will. 


Up to Individual 


“To be a _ successful life insurance 
man or woman requires training, knowl- 
edge of the functions of life insurance 
and plenty of hard work. The hard work 
no one but the individual agent can sup- 
ply. The training is pretty generally 
undertaken by the agency departments 
of the various companies or through 
such a central organization as the New 
York University life insurance training 
course. The knowledge of such meth- 
ods, the interchange of ideas, the inspi- 
ration which comes from feeling that 
you are part of a great forward move- 
ment, all these areedeveloped by means 
of conventions of individual companies 
or through gatherings like ours here 
today. As you listen to the speakers on 
our program I know you will find help 
and inspiration in their addresses. We 
have tried to give you a day of real 
profit for your business. 


Attending Meetings Important 


“Do you know of any other line of 
business in which the successful sales- 
men spend their time in going from one 
convention to another to tell how they 
have achieved success? And yet every 
convention) of underwriters from New 
York to San Francisco—and there are 
many such conventions each year—is ad- 
dressed by agents of different companies 
who give willingly of their time to tell 
their competitors how to do more and 





BOGUS BONDS BOUGHT 
FOR COMPANY BY TOOMBS 





NEW INTERNATIONAL SCANDAL 


Must Prove that Former President Knew 
Securities Were Counterfeit 
to Fix Guilt 











ALABAMA GROWS AS 
HOME OFFICE STATE 


Many Life Companies Are Now 
Domiciled in This 


Commonwealth 





PUSHING FOR BUSINESS 


Inspectors for the postoffice depart- | 


ment have begun an investigation into 
the transaction whereby the Interna- 
tional Life in july, 1928, purchased $241,- 
300 in bonds which have been declared 
to be forgeries. 

Roy C. Toombs, former president of 
the International Life, who is now 
under state and federal indictments be- 
cause of his handling of the affairs ol 
the life insurance company, is said to 
have handled the deal whereby the bogus 
bonds came into possession of the In- 
ternational Life. A letter which Toombs 
is alleged to have written to Bee Bar- 
clay, department manager for the life 
company, on July 12, 1928, announcing 
the completion of the purchase of the 
“village of Lansing improvement bonds” 
may place jurisdiction of any criminal 
prosecutions growing out of the bond 
deal in the federal courts. However, it 
has not yet been shown that Toombs 
knew that the bonds were counterfeit 
when he purchased them for the life 
company. The purchase was made 
through the Toombs & Daily Company, 
Chicago brokerage house headed by 
Toombs. 


Tried to Collect Interest 


The fact the bonds were counterfeit 
came to light when officials of the Mis 
souri State Life endeavored to collect 
interest coupons from the village 
Lansing. These coupons were due an 
nually, which accounts for the shortage 
not being discovered earlier. A village 
clerk in checking over the coupons dis 
covered the interest had been paid on 
the original bonds. A further investi- 
gation revealed the International Life 
bonds were counterfeit. 

The investigation of the bond deal to 
date has brought out these facts. The 
village of Lansing issued about $1,000,- 
000 of sewer improvement bonds which 
were issued to the Dunnegan Construc- 
tion Company in payment for construc- 
tion work. Mr. Dunnegan deposited 
$500,000 of the bonds with Toombs & 
Daily to be sold for his account. 


ol 


Broker Acts as Agent 


Sometime in June Toombs is alleged 
to have told H. F. Steele, a Chicago 
broker, that he wished to purchase $241,- 
000 worth of the Lansing bonds for the 
International Life, but did not wish to 
appear as both buyer and seller of the 
bonds. Mr. Steele agreed to act as 
middleman in the transaction and checks 
for the International Life given in pay- 
ment for the bonds were made payable 
to Mr. Steele. 

Mr. Steele has stated that he thought 
the bonds purchased through Toombs 
were genuine. He did not examine the 
bonds but merely checked the numbers 
which were visible without opening the 
bonds. The invoice list stated that the 
interest coupons were payable annually 
at the Toombs & Daily Company or at 
the office of the treasurer of Lansing. 
The genuine bonds called for payment 
of interest only at the office of the vil- 
lage treasurer. 

Hillsman Taylor, president of the 
Missouri State Life, has stated there is 
very little chance of any similar short- 
ages in the assets of the International 
Life as all the other bonds and securi- 
ties taken over have been checked. 








better business. If that sort of instruc- 
tion is as valuable as I fully believe it 
to be, then I beg you to spread the news 
among your associates who are not here 
today that to be a successful life under- 
writer it is important to attend as many 
meetings as possible of your business 
(CONTINUED ON PAGE 18) 


Officials Feel That the Future Holds 
Much in Store for Life 
Insurance 


BIRMINGHAM, ALA., March 21.— 
Birmingham has become the home office 
center of a number of life insurance com- 
panies. In fact, Alabama itself has come 
Bir- 
mingham is one of the thriving, growing 
cities of the country admirably situated 
from a railroad standpoint. 


to the front as a home office state. 


It has large 
Many of its citi- 
zens have made good money. They are 
interested in various corporations. They 
believe in the future of insurance and 
have linked themselves up with insur- 
ance companies as stockholders and di- 
rectors. Undoubtedly the merger of the 
Alabama National Life and the Protec- 
tive Life brought to the attention of the 
public the desirability of life insurance 
stock holdings. 


business enterprises. 


Protective Life 


The Protective Life with its magnifi- 
cent building in this city is the largest 
company. Through its broadcasting sta 
tion it has attracted wide attention. It 
has $1,000,000 capital and is making 
rapid progress. Samuel F. Clabaugh, 
who was president of the Alabama Na- 
tional and is now president of the Pro- 
tective Life, is one of the well known 
executives of the country. He attends 
the insurance conventions and is one of 
the executive committee of the Life In- 
surance Sales Research Bureau. He has 
around him a splendid organization. The 
Protective Life is licensed in Alabama, 
Florida, Louisiana, Mississippi, South 
Carolina, Tennessee and Texas. 

Lincoln Reserve Life 


The Lincoln Reserve Life is the next 
company, in point of age and promi- 
nince, having commenced business in 
1913. Its present name was adopted 
April 1, 1915, having been changed from 
the Afro-American Life. Prior to 1922 
the company wrote practically all Negro 
business. Since that time it is only tak- 
ing a small amount of Negro business 
and that being on the more substantial 
colored pedple. Most of the business 
now is on white people. Its capital is 
$105,620. The Lincoln Reserve Life is 
located in its own building, its sign on 
the building being seen to good advan- 
tage from quite a distance. The main 
factor in the company is J. R. Burns, 
who is the president. He was elected 
to that position following the death of 
J. F. Stallings. Mr. Burns was secre- 
tary and actuary. He is a man who is 
very careful in his movements and is 
carrying on the work cautiously and 
substantially. The company is licensed 
in Alabama, Arkansas, Florida, Georgia, 
Mississippi, South Carolina and Tennes- 
see. 

Undoubtedly the success of these in- 
stitutions and the prosperity of Birming- 
ham and its splendid location and busi- 
ness prospects have tended to attract the 
organization of other companies. 

Southern Life & Health 


The Southern Life & Health of this 
city has been recognized more as an in- 
dustrial health and accident company 
writing weekly business for Negroes but 
it has blossomed out into a company 

(CONTINUED ON PAGE 17) 
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GLOWING FUTURE FOR 
INSURANCE PICTURED 


Large Aggregation of Insurance 
Men at Connecticut In- 
surance Day 


MEIJI LIFE MAN TALKS 





Dunham, Holcombe, Huebner Among 
Prominent Speakers on Program— 
Blackwell Talks on “Work” 


By CHESTER C. NASH, JR. 


HARTFORD, March 21.—Connecti- 
cut Insurance Day was observed here 
last Friday by the gathering together of 
one of the largest aggregations of in- 
surance men of this state ever convened 
at one time. Convention headquarters 
gave to Hartford a strong atmosphere 
of insurance for the day and the huge 
luncheon and banquet, at both of which 
guests were present in addition to the 
jnsurance men, there was a happy spirit 
of good will and community of interest 
which warranted the presentation of 
such programs. The speaking sessions 
were divided into two groups, fire and 
casualty men meeting together and life 
men separately. Both had large groups, 
representing the business in all sections 
of the state. 

N. G. Tnintor Presides 

The life session was presided over by 
the president of the Hartford Life Un- 
derwriters Association, Nelson G. Taint- 
or. President Robert W. Huntington of 
the Connecticut General Life welcomed 
the life men and spoke of the mutual 


benefit of such gatherings. James ke 
Hanley, president of the Bridgeport 
Association of Life Underwriters, re- 


sponded briefly to this welcome. Commis- 
sioner Howard P. Dunham of Connecti- 
cut then addressed the life men, this 
being one of three talks he made during 
the day. Mr. Dunham pictured a glow- 
ing future for the insurance business, 
saying that there will be a great deal of 
history written in insurance during the 
next 10 years. He said that for this 
reason alone, every agent must keep up 
to the minute, to be fitted for whatever 
may develop. Throughout their work, 
he also said, they can well furnish the 
keenest service—that being a term in 
disrepute today, under the lashing of 
public critics, but one representing the 
basis of a true life underwriter, never- 
theless. Mr. Dunham said fhat all men 
have limits and that they should con- 
stantly broaden them, where possible. 
He said life men should clearly see their 
task and work diligently at it. 


Holeombe on Program 


The other speakers at the morning 
session of the life men were I. S. Ki- 
brick of Brockton, Mass., and John Mar- 
shall Holcombe, Jr., manager of the Life 
Insurance Sales Research Bureau. The 
former, a million dollar writer in a com- 
paratively small town, told of his pros- 
pecting methods which had brought to 
him a huge business in territory previ- 
ously thought barren. The latter pic- 
tured the life insurance man of tomor- 
row, showing a man much more keenly 
developing his business under the direc- 
tion of tried methods. 

At noon, there was a luncheon attend- 
ed by all at the convention, as well as a 
number of guests. Commissioner Dun- 
ham was toastmaster, presiding over the 
informal after dinner toasts of a num- 
ber of guests. These included the in- 
surance committee of the Connecticut 
legislature, several of the state officials, 
Mayor Batterson of Hartford, and three 











STATISTICS SHOW DECREASE IN LIFE 
EXPECTANCY FOR AGES OLDER THAN 37 











NEW YORK, March 21.— Definite 
statistics showing that; instead of the 
improvement in longevity frequently 
claimed in recent years, life expectancy 
is decreasing for the old ages, beginning 
at age 37, are given in the current sta- 
tistical report of the Metropolitan Life. 
This setback in midlife mortality is 
shown chiefly in general population sta- 
tistics, but it is also borne out by the ex- 
perience on the industrial policyholders 
of the Metropolitan. It shows that the 
improvement in total life expectancy is 
a result in the check on infant mortality 
and the improvement in mortality at 
younger ages, older ages having shown 
a very noticeable turn for the worse. 
This is discussed by the Metropolitan 
Life as follows: 


Development of Decade 


“During the current decade, the death- 
rate of adults has been increasing. Only 
at birth was the expectation of life (mean 
after-life time) in 1927 higher than in 
1921. That the infant born in 1927 had 
a longer life expectation than the baby 
of 1921 is due entirely to the improve- 
ment in the death rate up to age 37; after 
this age, conditions of mortality have 
not improved. 

“Historically, those who have followed 
the movements of American mortality 
will recall that the 1910 official govern- 
ment life table showed an actual increase 
in mortality at the higher ages of life 
as compared with 1901. The ‘issue of 
the atest official life table, that for 
1919-1920, set at rest for the time being 
the misgivings aroused by the 1910 table, 
for in the meantime there had been a 
change for the better and a gain was 
now observable all along the line, for 
practically all ages of life. 


Improvement for Youth 


“Since then, there have been five par- 
ticularly good health years, and two that 
fell below the general average. This is 
shown even by simply considering the 
crude deathrates, which were as follows: 
For the years 1921, 1922, 1924, 1925, 1927 
we have the series of crude deathrates 
11.6, 11.8, 11.8, 11.8, 11.5 per 1000—prac- 
tically a constant level, and a low rec- 
ord for this country. On the other hand 
the remaining two years of the series 
moved on a higher level, 1923 and 1926 
having, respectively, a crude deathrate 
of 12.3 and 12.2 per 1000. Let us con- 
centrate our attention on the five good 
years. The nearly level deathrate rep- 
resents only an apparent constancy in 
mortality conditions. If we study, in- 
stead of crude deathrates, the more truly 
symptomatic measures given us in the 
mean length of life (or so-called expec- 
tation of life at birth) we find a situa- 
tion which the crude deathrates fail to 
reveal. In fact, the series of expecta- 
tions of life at birth, for the five years 


1921, 1922, 1924, 1925, 1927 runs some- 
what irregularly as follows: 58.01, 
57.89, 58.11, 58.20, 59.10. But the corre- 


sponding series of figures for the expec- 
| tation of life at age five presents a dif- 
ferent appearance, namely, the follow- 


ing: 59.37, 58.97, 58.81, 58.54, 58.78. At 
age 37 the sequence is 32.86, 32.26, 31.98, 
31.50, 31.47—a continuously decreasing 
sequence, 


Mortality Increase Shown 


“A particular interest attaches to the 
figures for the expectation at birth for 
the two extreme years of the series, 
namely, 58.01 for 1921 and 59.10 for 
1927, a difference of just over one year. 
But if we compare the expectation of 
life remaining after the first year of life, 
we find practical equality, namely, 61.49 
for 1921 and 61.48 for 1927. Thus, the 
gain in expectation of life during the 
seven-year period from 1921 to 1927 in- 
clusive is secured chiefly by the im- 
provement in infant mortality; the upper 
ranges of life, and even from the second 
year on, have not gained at all, but show 
an actual loss. Incidentally, the infant 
mortality in 1927 was quite exceptionally 
low, and it is chiefly to this fact that the 
year 1927 owes its excellent record. The 
same facts appear also if we compare, 
not expectations of life but instantaneous 
mortalities. 

“From age 37 on there has actually 
been an increase in the mortality rates 
for 1927 as compared with 1921. It is 
perhaps well to point out that too much 
significance must not be attached to the 
figures for only two individual years. 
But, as is apparent in the table, the se- 
ries as a whole gives the same indica- 
tions: our mortality in mid-life and after 
is exhibiting little or no tendency to im- 
prove—contrary to the promise that a 
comparison of the life tables of 1910 and 
1919-1920 seemed to give. This may be 
due to the peculiar conditions which pre- 
vailed in 1921. After the influenza epi- 
demic of 19158-1919, there was a great 
drop in the deathrate at the older ages. 
The influenza had made great inroads 
among persons with impaired hearts, and 
with tuberculosis. Since then the death- 
rate at these ages ‘has been getting back 
to normal. 


Same for Industrial 


“For the industrial policyholders of 
the Metropolitan Life the matter has a 
slightly different aspect. As they rep- 
resent essentially the wage earning pop- 
ulation, their expectation of life still 
falls somewhat short of that for the gen- 
eral population. But they have been 
gradually catching up, and in their case 
a gain in expectation of life is recorded 
up to and including age five, for 1927 
as compared with 1921. As compared 
with 1922, the year 1927 shows a gain in 
expectation of life up to age thirty. But 
it is clear that, even in this group, the 
mortality conditions have been improv- 
ing only at the younger ages of life. For 
adults there is, as yet, little emcourage- 
ment in these figures for a lengthening 











ex-commissioners of other states, John 
Dumont, Wesley Monk and Clarence 
Hobbs. There were also a number of 
company presidents in attendance. 


Must Keep Pace 


The afternoon life session was opened 
by an address on the importance of life 
insurance by Mayor Batterson. Wil- 
liard Rogers, a prominent attorney and 
publicity man of Hartford, then spoke 
on a topic, “Psychology—what is it?” 
which the chairman translated as, “You 
have to run like hell today, to keep from 
standing still.” Mr. Rogers pictured a 
world of tomorrow, speeded up to new 
and unknown proportions. He told of 
present plans that point to such poten- 
tialities as probabilities, rather than pos- 
sibilities. And he said that the life 
underwriter is going to have to keep 
pace with this gigantic forward move- 


life expectation, and no indication what- 
ever of a greater life span.” 








ment, if he wishes to merely hold his 
own. More specifically, he referred to 
the great efforts made by other lines to 
secure the money of the buying pwblic— 
even in such cases as the automobile, 
where one unit, despite the approach of 
the saturation point, increased sales 30 
percent. He said that life insurance is 
the only business with a true economic 
basis, but it must be impressed on the 
public in the face of gigantic sales ef- 
forts of others. 


Meiji Life Secretary Talks 


Among the guests at the convention 
was Kinji Takagi, assistant secretary of 
the Meiji Life of Tokyo, who is in this 
country studying American life insur- 
ance methods, and he was called on for 
an informal talk. Mr. Takagi paid tri- 
bute to the American institution and 





(CONTINUED ON PAGE 14) 








INSURANCE REFLECTS 
NEW ORDER IN MEXICO 


Stability and Economic Progress 
Shown in Present Status of 
Business 


GROWTH HAS BEEN RAPID 


Big Future Promised With Huge Edu- 
cational and Economic Develop- 


ment Program of Nation 





BY CHESTER C,. NASH, JR. 


Insurance has come to be a fair 
measure of the stability and economic 
progress of a country and using this as 
a gauge in studying modern Mexico, 
one sees a very interesting picture which 
is not given by the popular press inter- 
pretations of the neighbor to the south 
In the past few years, together with a 
general economic development, the in- 
surance business in all classes in Mexico 
has greatly expanded and now promises 
to grow even more rapidly in the future 








Chester C. Nash, Jr. is one of 
the associate editors of The Na- 
tional Underwriter in [New York 
City. He spent some six weeks in 
old Mexico recently, going down 
after Christmas Day and returning 
after Feb. 1. Mr. Nash made 
Some careful observations of Mexi- 
can business affairs, economic 
trends and insurance develop- 
ments. As a trained newspaper 
observer his comments on Mexico 
from an insurance standpoint at 
[ this time will be read with interest. 














The huge development program which 
the government now has in hand will 
see a new Mexico in the course of a 
decade or two and insurance will fit 
very closely into the entire change, so 
that another decade should see a very 
extensive business there. Even now it 
is large and reflects a stable condition 
statistically, which those unacquainted 
with the country might not have be- 
lieved possible. 
Business Is Young 


Some years ago the insurability 0! 
risks in Mexico was a questionable item. 
In practically all classes the business is 
in its infancy in the country. Yet it has 
been a remarkably healthy infancy, as 
indicated by the half billion at risk in 
fire insurance and even more so by the 
large total of one-eighth that at risk im 
life insurance. To the United States 
such figures may not be impressiye, but 
to most others they are sizable and 
particularly is this true in Mexico, 
where the population is but one-seventh 
that of the United States and the na- 
tional wealth considerably below that 
ratio. And all this has been accom 
plished in comparatively few years. 
one of the Mexican officials sa i, the 


s 


business is so new that there is not yet 
any definite order of procedure each 
company and each agency follow:ng ! 
own course as best it may, thot gh the 


national insurance department is en- 
deavoring to bring’ together the varying 
practices, wherever possible. 


Great Future Promised 


As for the future, those wh« »_ know 
Mexico realize that the country is Jus! 
emerging into a new economic era in 
which it will doubtless achieve an em 
nent position among the nations Thus 
far it has been developed with t most 
crude means. Agriculture, its og et 


deavor, has been struggling in the 
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tries long since emerged. Mining has 
been carried on extensively, but pre- 
viously with little financial gain to the 
country or its permanent residents. The 
mountainous country greatly checked 
industrial development in the days of 
coal power, but the mountain streams 
give promise of a great industrial future, 
through electric power. The greatest 
handicap of the past has been the inac- 
cessibility of the vast hinterlands, but 
these are now being brought within 
reach by a huge good roads program. 
And lastly, the ignorance of the bulk of 
the population has been the most seri- 
ous handicap, a very large percentage 
of the Indian population, which is one- 
half Mexico, previously being isolated 
and ignorant of even the national lan- 
guage, Spanish, speaking only their In- 
dian idioma. The government has a vast 
and effective educational program under 
way which should see a new nation in 
another decade. All of this means that 
the economic development of the nation 
is just beginning and insurance, which 
now has but a limited field for growth, 
has a great future in Mexico. 





Over 60 Fire Companies 


As for actualities, it is interesting to 
note that there are over 60 companies 
sufficiently confident of Mexico’s sta- 
bility to write fire insurance there. Of 
these, only seven are at present United 
States companies, for the English and 
German companies have long been dom- 
inant in this field in Mexico. There are 
26 English fire companies operating in 
Mexico, nine German companies, seven 
United States companies, three French, 
two Mexican, one Spanish and several 
others of varying European, Asiatic or 
Latin-American origin. The English 
companies do two-thirds of the business, 





A veritable paradise for the devotee of that fascinat- the United States companies being next 
ing sport which numbers its followers by millions—golf! and writing about one-third of _ =. 
Smooth tees that face an exotic vista of noble trees and ance, or one-ninth of the total. The 

: ° . Germans write about the same amount 
undulating leas, velvety fairways that saunter alluringly and the French about half that amount. 
over verdant knolls and through shady dells, enticin The Mexican companies have not as yet 

4 y £ 
greens that charm the eye and put the most priceless of become very strongly entrenched, 
man’s antique carpets to shame—that is the delectable though they doubtless will in the near 
Biloxi, Mississippi! future. The United States fire compa- 
course at : cOKI, ipp : nies operating in Mexico are the Agri- 

American Central Field Club members who love the culture, Hartford, Home, National, 
game of games will have an opportunity to play this Niagara, North River and United States 

Fire. The English list includes the bulk 


wonderful course in January, 1930, when the Club holds 
its annual vacation. All of which goes to show that ex- 
cellent production and outstanding renewal experience 
are valued and rewarded by a Company that has ever The fire companies are writing busi- 
stood for ideals which assure permanent progress and ness now at the rate of about $3,500,000 
lasting good-will. annually, having about $500,000,000 at 
risk under fire policies. Their experi- 
ence has been very fortunate, last year 
CPEZIGCNXW5 (the first six months) showing an in 
curred loss ratio of slightly over 25 per- 
y . . . cent. In that same period the losses 
Just one of the many reasons why American Central incurred in all classes of insurance were 
represc ves are , success very favorable, the aggregate of insur- 
representatives are happy and successful. ae, aaaeiaiee ai ail Giaaen, Saaene 
showing a loss ratio of only about 20 
percent. In addition to the fire insur- 
ance, there is a good sized automobile 
and plate glass business, as well as some 
other casualty business. Also, the 
Maryland Casualty writes accident and 
health there and had a very favorable 
showing last year, with a 20 percent loss 
rate on $35,000 premiums. The miscel- 
laneous total, including automobile and 
plate glass, was $350,000, with a loss 
ratio of slightly over 30 percent. This 
is the newest field in Mexico, but the 
increase in automobiles is so remarkable 
that it will doubtless grow rapidly. The 
classification of marine and transporta- 
tion insurance showed total premiums 
of about $750,000, with a loss ratio only 
slightly over 20 percent. 


of the outstanding English companies. 


Huge Business Written 


Life Business Large 


Life insurance is developing rapidly in 
Mexico. There are ten companies writ- 
ing it there and they are paying for new 
business at the rate of about $40,000,000 
annually, which is a huge figure under 
the conditions just mentioned. There is 
now business in force of nearly $75,000,- 
000 and the lapse rate is very small, as 


f a Series) : 
indicated by the mid-year report of 




















1928, when the half-year total of new 
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business was $37,257,701 (Mex) and th 
gain of insurance in force was $24,093.- 
268 (Mex.), only $13,000,000 (Mex.) 
going off the books in the combination 
of claim payments and lapses. As a 
matter of fact, there is a greater inter- 
est in the life insurance when taken, f 
it is more closely connected with savings 
than is true in the United States. ) 
Mexico there has, in the past, been no 
means of saving other than the old- 
fashioned | stocking-bank. Now, i 
course, there is the huge postal saving 
bank and some savings departments are 
opening otherwise, these being eager 
sought by the thrifty Mexicans, | 
under such conditions, the savings 
value of life insurance has been m« 
readily seen. The life companies operat 
ing in Mexico are the Alliance Hispa: 
Americano, Confederation Life of Can- 
ada, Latino-Americana, Nacional, Sun 
Life of Canada, Woodmen of 
World, Equitable, Guardian, Mutual of §- 
New York and New York Life. 1 
Canadian companies have been the 1 
aggressive, outside of the Mexican 
Spanish companies, being given added 
prestige by the existence of strong 
nadian banks in Mexico City. 


Largely City Business 


The rather sizable totals of ins 
ance now carried in Mexico do not a 
ally represent a_ national total, 
scarcely more than a city total. B 
ness is written throughout the coun: 
of course, but only in very limited 
amounts. The bulk of the business 
all classes is Mexico City business. 
capital city is a world unto itself, being 
developed on an entirely different sca! 
Except for its semi-tropical setting, 
Mexico City might be the +p ae 
any metropolitan center, with its indus- 
trial outlay, its automobile-crowded 
streets and its large population of 
mal citizens. Thus it presents an insur- 
able city and its hazards have been wall 
cared for. Only recently has the insur- 





country and not yet to any great extent 
The other large cities, of course, |! 

a fair total—but even in some of t 
cities the business is written in Mexico 
City. And beyond the large cities ; 
tically none has been written as vet. 
The: large haciendas and their owners 
have been covered in the cities. Rural 
business has not been touched on 
ground. Due to the hazards which 
were not long since eased in connection 
with rural property and life in 
rural sections, the extension has en 
slow. But it is beginning to be seen 
even now, and as this develops, ¢! 
business will greatly expand. Over ! 
of Mexico being rural and half of 
remaining half being in small 
there is a large field to cultivate 
will be less rapid than in a rich 

try, for the per capita wealth is 
large and the percentage of very p 
very high, but it will doubtless < 
apace with the general developm« 

the country. 


Watching Development 


Mexico has promise of seeing a 
orderly development of the bus 
than most countries, for in most 
the business has passed adolescen: 
fore the paternal bodies noticed i 
ating confusion in many cases 
necessitated stringent readjustmen 
Mexico, the government is aware 
possibilities and the need. The 
ance department is now functioni: 
closely watching the growth of th: 
ness. Needed improvements are sug 
gested. Conferences are held. Saie- 
guards are put into effect before cont 
sion arises. As an example, Mexic 
probably be less troubled by the great 
evil of rebating than is true in ts 
country—even though it is a cou 
price-bargaining—for the reaso 
the insurance department has seen ' 
possible ill effects and is warding it 0" 
in advance. On New Year's Day = 
year every company and age! an 
every policyholder, through the pres 
was warned of the strict anti-reb 
which is in effect there. And the wat 





















— 





ance business spread throughout the §. 








—s* oe 


ee 





nation 


AVINEs 


indus- 


insur- 


arch 22, 1929 LIFE INSURANCE EDITION 
















"160 MILLIONS IN EQUITABLE DWELLING LOANS ARE HELPING! 
_TO DEVELOP AMERICAS RESIDENTIAL COMMUNITIES~! 








* 
-_ We Wn) 5 BILLIONS OF EQUITABLE INSURANCE ee Ne 
ic Ye. >» PROTECT OVER A MILLION INDIVIDUAL HOMES .» || 
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Evaad ian raper by boans ; 
175,000,000. a $107,000,000. 


























| 3 “HOUSING PROBLEMS are alike 

_ 4] solved to an appreciable extent b 

the EQUITABLE through its RESIDENT! 

LOAN Plans. Special policies clear up 
existing mortgages, while SAFEGUARD- 
ING the Home and the Home Circle-and 

if the Breadwinner is taken, adequate )} | Sm. 
nn is edivzisnenies» provided. § 3 => 


—THE EQUITABLE a 
| LIFE ASSURANCE SOCIETY c -? 
OF THE UNITED STATES~ 
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LUCKY 


Midland Mutual men are lucky. 
See what they have to sell: 


Every policy participates in 
earnings. No cash surrender 
charge. High interest earnings. 
Very low mortality. Economical 
management. Liberal conversion 
features. Disability and double in- 
demnity. Free Health Service to 
policyholders. A Low Cost $5,000 
special. Up-to-date Juvenile poli- 
cies. Two year single payment en- 
dowment for investors. Age limits 
one day to 65 years. No death 
claim ever yet contested or com- 
promised. Free agency  super- 
visory service. Low lapse ratio. 
High grade assets. “High class 
agency organization. Over $100,- 
000,000 in force. Assets over $17,- 
000,000. Leader Club and App-A- 
Week Club. Live agency bulletins 
and “Builder.” Free correspond- 
ence course. Club rate subscrip- 
tions to insurance magazines. 


If you are interested in becom- 
ing “lucky” write the Agency De- 
partment. Tell the whole story in 
your first letter briefly but very 
candidly. 


THE MIDLAND 
MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 


“Its Performances Exceed Its Promises’’ 























ing was in a courteous appeal for self- 
improvement and national development. 
It was shown that the growth of the 
insurance business that is desired and 
expected will be possible only if such 
evils are eliminated for all time. That 
is but one case. In all matters the 
government department is seeking to 
work in harmony with the companies 
and the agents and at the same time 
protect the policyholders. 


Are Innately Honest 


Just a word on the matter of insura- 
bility might not be amiss, due to the 
prevalence of misunderstanding of those 
living across the border. The Mexican 
people are innately honest and respect 
government and authority far more than 
do the people of the United States. 
Which may sound strange in view of 
their instability of government over the 
dozen years following the Madero revo- 
lution, But it is a fact that can readily 
be seen throughout the country, in city 
or country. In the city, one sees count- 
less people walking on tne streets, in 
the shops, in the heart of the crowds, 
with large bags of money in their hands. 
As only silver or gold is used to any 
extent, it means that the owner of $100 
must carry a small valise full of pesos. 
And this is done with little hazard 
There is no molestation. And countries 
which boast of noon-hour downtown 
hold-ups cannot equal this display of 
honesty. Again, in the country districts, 
if the owner of a horse finds that his 
animal has broken loose and ranged 
over a neighbor’s property, the owner of 
the horse at once proceeds to the owner 
of the field and offers full indemnity 
for whatever crops may have been eaten. 
There is no wait for a possible claim. 
Perhaps the crop owner may not know 
that his crops were damaged. Never- 
theless, the horse owner gives informa- 
tion on himself and pays his rightful 
loss. Perhaps it is just fear of a dom- 
inant state power. Whatever the cause, 
it is an honesty that is seen in many 
ways and one which should promise 
much for insurability—until they, as 
policyholders, learn the effectiveness of 
that phrase known so well in the United 
States as moral hazard. This should be 
clearly understood before the Mexican 
people are too severely judged in this 
country. 

Revolt Has Little Effect 


While -the present disturbance in 
Mexico is unfortunate and will doubt- 
less lose some of the country’s prestige 
in certain directions, it actually will not 
affect insurance. Fire and _ casualty 
losses suffered as a direct result of the 
battles would not be covered, of course, 
and life risks are not very likely to be 
involved, for the reason that, except in 
some great popular movement—which 
this is not—the controversy of arms is 
left entirely to the military, who are not, 
naturally, insurable. Even in extensive 
engagements, the loss of life of the type 
of people who are insurable would be 
negligible. 


Invests $4,100,000 in February 


New acceptances by the John Han- 
cock Mutual Life during February in 
farm mortgages and city loans amount- 
ed to $4,104,218, to yield an average 
rate of 5.46 percent. This makes a to- 
tal of $6,946,742 accepted applications 
for farm and city mortgages since Jan. 
1, covering all told 430 farms and 251 
city properties, the latter including 193 
dwelling hottses and 54 apartment 
buildings, housing in all 992 families. 


Leaders in Production 


The Lincoln National Life leaders for 
February in paid business, personal pro- 
duction, were C. C. Chaddick, Texas; 
O. D. Douglas, Texas; L. L. Gandolfo, 
Washington; G. W. Simmonds, Michi- 


gan; J. E. O’Brien, Pennsylvania; E. 
M. Crandall, Utah; Mrs. Z. Z. Brown, 
Indiana; H. P. Muckian, Indiana; A. C. 
Mellinger, Jr., Pennsylvania, and O. L. 
Shaw, Indiana. Indiana leads the states 
in the number of men qualified for lead- 
ership. 
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REINSURANCE - OF PUBLIC 
LIFE GIVEN APPROVAL 


RECEIVER ANNOUNCES TERMS 





Privilege of Reinstatement With Lien 
on Values Only, or New Pol- 
icy Offered 





Approval of the reinsurance of the 
business of the Public Life of Chicago 
in the Chicago National Life was or- 
dered by the United States district court 
last week. James W. Gullett Seneiver 
of the Public Life, has sent out notices 
to policyholders giving the terms on 
which policies will be revived. 

If there was no default in premiums 
on Nov. 21, 1927, all premiums that hay: 
fallen due ‘since the last premium pay- 
ment must be paid to the Chicago Na- 
tional Life at 1400 West Washington 
boulevard, Chicago, before June 10, 1929. 
If premiums were in default on Noy. 
21, 1927, but policy was in effect due 
to nonforfeiture provisions thereof, a 
letter requesting form of application for 
reinstatement must be received by the 
Chicago National Life before June 10, 
1929, or before such later date as may 
be provided in the policy. 

May Take New Policy 


If for any reason a policyholder does 
not wish to pay up the accrued premium 
he is entitled to take out a new policy 
in the Chicago National under a new 
date and to be credited for such equity 
as he may have in his Public Life policy. 

Claims for losses under policies that 
have been filed with the receiver will 
be paid in full after notice to the com- 
pany of allowance by the federal court, 
or in the event of appeal, within 30 
days after final order on appeal, subject 
to reduction by amount of due and un- 
paid premiums. Insurance claims aris- 
ing within 60 days after March 11, 1929, 
or earlier and not filed with the re- 
ceiver will be paid in full if valid and 
if filed before July 9, 1929. 

General Claims Up to Court 


Claims of general creditors will be 
paid such dividends as shall be deter- 
mined by the court and the same as to 
preferred creditors. 

Due to the insufficiency of the assets 
to meet the reserves there will be a 
lien on the values of any reinstated pol 
icies, but no deduction from death bene- 
fits. 

The receiver states that policyholders 
who do not avail themselves of any of 
the options for reinstatement will later 
be given an opportunity to file their 
claims, although it is not now possible 
with any accuracy to estimate the 
amount of dividends. 


Hannibal Agency Leads in Increase 


The Lincoln National Life has com- 
pleted the statistics on the genera 
agents and managers increase in 1928 
business over the preceding year by new 
members of the organization. L. C. Dea- 
son of Hannibal, Mo., has a record ot 
548 percent increase in new paid bus 
ness by a new organization. 

J. P. Sullivan of St. Louis has a 228 
percent increase and I. H. Chase o! 
South Bend, Ind., 122 percent. 


C. L. U. Examinations June 20-22 


An announcement from the Amer ican 
College of Life Underwriters sc hedule 
the next C. L. U. examinations for June 
20-22. The examinations will be held ™ 
various colleges and universities throug 
out the United States, the locations be 
ing dependent upon the number of a?- 
plicants from the various sections of the 
country. 

Applications should be filed with At 
thur M. Spalding, registrar, 393 Seventh 
avenue, New York at once. After the 
registration board has approved the aP- 
plication, the applicant has until June 1 
to forward the registration fee. 
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NEW YORK CITY HA | 
BIG SALES CONGRESS 


BROUGHT OUT FINE MATERIAL 





Some Clever Suggestions Were Made 
by Experienced Men, who Gave 
Selling Points 


Well over 1,200 New York life under- 
writers gathered last week for the an- 
nual sales congress, enjoying one of 
the greatest programs the New York 
City Association of Life Underwriters 
has presented. It was a keen all-day 
session, prolific of new ideas and re- 
freshing viewpoints. There was a wide 
variety of material presented, the morn- 
ing session being devoted to sales talks 
by life underwriters and allied talks by 
both a company man and a layman, 
while the afternoon was given over to 
a huge sales demonstration in play form 
and the evening to formal addresses by 
laymen interested in insurance. 


Keynote of the Meeting 


The program was opened by President 
Gustav Wuerth of the New York as- 
sociation, who briefly told of the value 
of such meetings and of association 
work in general. He sounded the key- 
note of seeking better ways and new 
ideas. Charles C. Gilman of Boston, 
now a national figure for his sales talks, 
next spoke of taking care of the clients. 
He pointed to several of his own cases, 
to show the need of ordinary common 
sense and tact in the approach, this be- 
ing much more valuable than technical 
approach or high pressure methods. 


Developing Business Normally 


As for the latter, he said he felt it 
far better to avoid nervous breakdowns 
and develop business in a normal, na- 
tural way, instead of the frenzied man- 
neer used by some. He emphasized the 
value of cultivating slowly and closely, 
so that future business will be assured, 
as it is more often the follow-up busi- 
ness that counts, rather than the first 
It was his suggestion that per- 
these one-case stars, who could 
one case at the first call, but 
no more, should better be in some 
to house merchandising. 


ae 
sale. 
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house 
E. H. Earley a Speaker 


Ernest H. Earley, special agent for 
the Northwestern Mutual in Brooklyn, 
Was next, again drawing on his personal 
experience to show the manner in 
which some might find it practical to 
develop business. He also stressed the 
long-time cultivation, that, in fact, be- 
ing the subject of his talk, “Watchful 
Waiting, order taking.” The value of 
personal check-up and the close tie-up 
of work and results were shown by a 


detailed statistical analysis of his own 
yusINeSssS, 
Medical Department Angle 
The closing speaker at the morning 


n was Dr. Charles B. Piper, med- 
ical director of the Guardian Life, who 
gave a forceful presentation of the busi- 
ness from the medical department’s an- 
gle. It was a keen sales talk, of itself, 
but Dr. Piper particularly pointed to 
the need for keen cooperation between 
agent and office in the matter of under- 
writing. He cited many cases from 
actual experience in his and other of- 
ces, showing a deplorable lack of rea- 
soning and insight on the part of some 


sessi 


agents in the matter of medical appli- 
Catio 
Business Man Spoke 
t the afternoon session, William 
Pidgeon, Jr., prominent Rochester busi- 


ness man, who has an interesting storv 


ot how his own business was saved 
through life insurance, was the only 
speaker. He told this story, which is 
4 torceful life insurance sales presenta- 
ton. Following that, the huge plav 
sales demonstration was given, Ralph | 


Engelsman, Penn Mutual general agent, | 
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GENERAL AGENT GIVES 


TWO RESPONSIBLE POSTS 


ADDS TO HIS AGENCY STAFF 


Alexander E, Patterson Appoints R. E. 
Olmsted and H. R. Schmitt to 
Supervisory Positions 


Two recent additions to the staff of 
Alexander E. Patterson general agency 
of the Penn Mutual in Chicago are 
Robert E. Olmsted and Hugo R. 
Schmitt, who left New York in order to 
continue their association with Mr. 
Patterson, 

Mr. Olmsted is now an agency super- 
visor and is engaged in building a strong 
unit of full time producers. Mr. Schmitt 
is educational director and in charge of 
advertising and direct mail for the 
agency. 


Enter Field With Patterson 


Roth entered the life insurance field 
nearly seven years ago as producing 
agents in Mr. Patterson’s first agency, 
when he was an agency manager for 
the Equitable Life of New York in New 
York City. They rose to be assistant 
agency managers. When Mr. Patterson 
was transferred to Chicago by the Equit- 
able they retained their New York 
agency connection, but on his return to 
New York as general agent for the 
Penn Mutual returned to his leadership. 

Messrs. Olmsted and Schmitt have 
had unusual success in securing business 
and developing agents by the use of 
direct mail. Their letters have resulted 
in their obtaining over 50 percent of 
their original ‘business direct by mail. 


CHOWN WORKS JOINTLY 
FOR TWO ASSOCIATIONS 


TORONTO, March 21.—For the past 
few years a joint committee, composed 
of members of associations representing 
the Canadian life companies and life 
underwriters, have had under considera- 
tion a number of important problems of 
mutual interest, and in order to carry 
out the plans recommended by the com- 
mittee and approved by the respective 
associations, jt has been arranged that 
the services of Eric V. Chown, formerly 
general secretary of the Life Underwrit- 
ers Association of Canada, shall be en- 
gaged in a joint capacity by the 
Canadian Life Insurance Officers Asso- 
ciation and the Life Underwriters Asso- 
ciation of Canada. Mr. Chown’s quali- 
fications and his familiarity with the 
condition of the work to be undertaken 
excellently fit him for his new respon- 


sibilities. In the capacity of field 
supervisor he will continue his more 
important work for the Life Under- 
writers Association. 

On account of Mr. Chown’s new 
duties, the Life Underwriters Associa- 
tion of Canada has found it necessary 


to reorganize the work of the permanent 
staff, and the directors have announced 
the appointment of L. W. Dunstall, for 
several years assistant secretary, as sec- 
retarv of the association and managing 
editor of the “Life Underwriters News”. 


presiding, and a dozen of the leading 
agents of the city took part in the 
sample sales given. These were of all 
manner and type and gave a compre- 
hensive picture of the field before the 


average agent. 
In the evening a huge banquet was 
held, with a host of company officials 


present as guests and two outstanding 
men as speakers, John H. Finlev, as- 
sociate editor of the New York “Times” 
and Coneressman Hamilton Fish of 


New York. 


Ernest Pitt, of Ernest Pitt & Co., real 
estate brokers, Montreal, has_ heen 
elected a director of the Empire Life of 
Toronto. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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So, wherever the Nylic agent goes, 


he finds Nylic friends—policy- 


Nylic Friends 


gq National advertising grows because retail 


merchants have learned that it is much 
easier to sell goods that are well known to 
the public. 


Nylic Agents do not find it necessary to 
“introduce” their Company, which now 
has Two Million Policyholders insured for 
nearly 7 Billion Dollars. 


Since organization, Nylic has paid to liv- 
ing Policyholders and to beneficiaries over 
2 Billion 600 Million Dollars. It is now 
distributing over 50 Millions a year in 
Dividends, 


Through 84 years of investing, New York 
Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 







holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 





New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 









NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK 
; DARWIN P. KINGSLEY, President 
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Ding, the Cartoonist 


This able political cartoonist, speaking of politics to the 
annual meeting of the Association of Life Insurance Presi- 
dents said, “A program, no matter how poorly conceived, 
will always win against no program.” 

Also, in-Agency building this is profoundly true. 

We have a program and process for building successful 
Agents. It isn’t theoretical. It is practical. It was made 
up from the most successful methods both of life insurance 
salesmanship and general salesmanship. It works. Our 
new business last year made an outstanding gain. That’s 
proof. We train the Special Agent, we work with him, we 
continuously cooperate with him. We do not leave him 
“on his own.” 


We have positions for men and women who are am- 
bitious, have a steadfast purpose, and desire to make life 
insurance their permanent career. 


Wm. A. Law, President 
Wm. H. Kingsley, V. Pres. Hugh D. Hart, V. Pres. 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


, PHILADELPHIA, PA. 


INDEPENDENCE SQUARE Founded 1847 








GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Incorporated 1895 
T. F. BARRY, Founder 
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NEW STOCK HOLDERS. ARE 
GIVEN REPRESENTATION 


HOME LIFE ELECTS OFFICERS 


Caldwell Made Director—V. L. Thomp- 
son Made Agency Manager of 
Arkansas Company 


Election of four new directors and 
two new vice-presidents and re-election 
of all of the old officers to the official 
staff of the Home Life of Little Rock, 
Ark., featured the annual meeting of the 
directors and stockholders last week. 

Rogers Caldwell, head of Caldwell 
& Co., investment brokers of Nashville, 
Tenn., recent purchasers of big blocks 
of stock in the associated Home com- 
panies of Arkansas; Burk Mann of 
Marianna and Little Rock; DeWitt 
Carter of Nashville, and J. M. Meek of 
Camden are the new directors, while 
Mr. Mann and W. P. Gulley, Little 
Rock, were elected vice-presidents 

Mr. Mann is one of the outs tanding 
members of the legal profession in 
Arkansas, a member of the law firm of 
Mann & McCullock at Marianna, at- 
torneys for the St. Francis levee district, 
and is state representative for the Mis- 
souri State Life, as well as other Cald- 
well interests. 

Vernon L. 
who for the 
charge of advertising of the 
companies, was elected agency 
ager. 

Mr. Thompson is a native of Arkan- 
sas and a graduate of Hendrix College. 
After the close of the World War, he 
came to Little Rock as history teacher 
in Little Rock high school. He resigned 
from the high school faculty in 1923 to be- 
come a reporter for the Gazette. Later, he 
became an agent for the Home Life, and 
in 1924 was made advertising manager 
of the associated companies. 


Thompson, vice-president, 
past five years has been in 
associated 
man- 








RESEARCH BUREAU STAFF 
LEAVES TO CONDUCT SCHOOLS 


HARTFORD, March 21.—Several 
members of the staff of the Life Insur- 
ance Sales Research Bureau leave this 
week for a western tour of managers’ 
schools, beginning the 1929 program of 
these units in the West. The first 
school will be held at Denver, March 
27-30. From there the group will go to 
Portland, Ore., for April 3-6 and San 
Francisco April 9-12. En route back 
east, they will stop at Louisville, Ky., 
for another school April 22-24. The 
same leaders will not be in charge of 
all these, but at least two of the Hart- 
ford staff will be present to direct each, 
the work being divided between John 
Marshall Holcombe, Jr., manager, and 
H. G. Kenagy and L. B. Hendershot, 
assistant managers. These are intensive 
four-day schools for managers and pros- 
pective managers, covering the various 
phases of managerial work as outlined 
by the research bureau in its analytical 
work. ° . 


Nebraska Nonmedical Bill 


Drastic legislation on nonmedical life 
insurance is now before the Nebraska 
legislature, a bill seeking to regulate 
the writing of such business having 
been restricted by the senate to per- 
mit a maximum of $2,000, with a $1 
medical fee for doctors writing appli- 
cations for clients and, of tremendous 
importance, to make all such policies 
incontestable from the date of issue, 
rather than at the usual period. 


John Hancock’s Literature 











In connection with the work being 
conducted by the National Tuberculosis 
Association to cut down mortality from 
this disease, the John Hancock Mu- 
tual Life is sending out a leaflet dealing 
with the subject in a very graphic and 
convincing way. 
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MICHIGAN LIFE IS 
MAKING FINE STRIDES 





HANDS BUILDING SOLIDLY 





Detroit Company Is Getting Together a 
Hard-Hitting Producing Machine— 
Has Completed First Year 


DETROIT, March 21.—The_ ne 
Michigan Life of Detroit is getting wm 
der way rapidly. Last week it com- 
pleted its first year and closed wit 
about $7,000,000 in business, all in Mic! 
gan. Since the first of the year 
has been writing considerably in excess 
of a million a month. It has much 
the old Michigan organization of t! 
Michigan Mutual Life, which before its 
retirement wrote a large part of 
business in the home state. 

The company has 1,500 stockholde 
and there has been considerable senti- 
ment in the state looking to the esta)- 








LEONHARD T. HANDS 
Vice-President Michigan Life 





lishment of a company to take the place 
of the Michigan Mutual. The company 
has been organized with a large capital 
and surplus with a view to entering 
other states as rapidly as opportunities 
offer and no doubt several new states 
will be entered this year. The stock 
has been sold as high as two for one 
and the company now has $1,50 
capital and about $1,300,000 surplus 
May Inerease Capital 


The stockholders at the recent meet- 
ing enthusiastically approved bringing 
the capital up to $2,000,000 by selling 
the remaining $500,000 at two for 
but unless a company is purchas 
there is some special need for the 
crease this may be deferred for a time 
Former Governor A. J. Groesbeck, presi 
dent of the Michigan Life, is keen! 
interested in the company and 
some time at the office each morning 
supervising its affairs, although at pres 
ent he draws no salary. He is 3 
prominent attorney of Detroit and was 
popular and successful as gover! 

The active official of the company! 





Leonhard T. Hands, vice-president a! 
agency manager, who served under Gov 
ernor Groesbeck as Michigan insurance 
commissioner and later became super? 
tendent of agents of the Michigan Mw CO 
tual. Mr. Hands handles the nc} 


department personally and is build 
a fine agency plant. One of hi 
vations is that he has several. ; 
working on straight salary, trying ° 
this plan, for some men_ to whom he 
feels it is specially adapted, while others 
are, he feels, better off working on com 
mission. To one of these salari 

last week was presented a plat 
watch for having produced business 1% 
the company from the time he starte 
to the present at a cost of 45 percent 
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Ready April 1 


The New 1929 


LITTLE GEM LIFE CHART 


(The Little “Red Book’’) 


ec Rras 


MORE INFORMATION ABOUT MORE 
COMPANIES 


The LITTLE GEM shows 116 companies, twice the number given 
in another publication selling for the same price. It shows as many as 
30 companies operating in some states that are not included in similar 
books. Wherever you are located, it gives more companies operating 
in your territory. 


INFORMATION ON EVERY COMPANY 


The LITTLE GEM has another valuable and exclusive feature, 
namely a five-year financial and insurance report on 275 companies. It 
enables you to get a “line” on any established legal reserve company. 
This additional service gives a 5-year exhibit of insurance in force, 
income, disbursement, etc., analyzed into some twenty items. 


CONVENIENT ARRANGEMENT 
All the information as to policy analyses, rates, costs, summaries, 
etc., of a company is presented together. This individual treatment is 
much more satisfactory than pages exhibiting the rates of all companies 
on the policy in question. The individual method of the LITTLE GEM 
is designed for the best methods of selling. 


THOROUGH ANALYSIS OF POLICY 
PROVISIONS 
Disability, double indemnity, insurance on women, excess interest 


rates and many unusual policy provisions overlooked by other pub- 
lishers are brought out in the thorough analysis of the LITTLE GEM. 


Some idea of the extra value and service of the LITTLE GEM may be obtained by considering that with all 
of these extra features, it costs no more than other small reference books. PLACE YOUR ORDER NOW! 


SPECIAL 


COMPANY CLUB RATES 


TO ALL AGENTS 


ORDER NOW! 































Sales oy the Lil TLE GE VW this year to date, 
are greater than ever before, again proving that 
the book giving the most mjormation ts the 
most popular. It is only a few more days until 
thousands of copies will be in the mails on the 
way to life offices all over the country. Have 
vou placed your order? If not, do so now. 


CONSIDER THESE ADVANTAGES 


“Net Premiums,” not just dividends, but results already figured. 


One exclusive feature of the LITTLE GEM is the exhibit of “20 


year net costs,” year by year, showing the actual net premiums with 
dividends deducted. 


ORDINARY LIFE 20 YEAR NET PREMIUMS 
AT EVERY AGE 
About two-thirds of the insurance written is on the ordinary life 
plan—this extended exhibit of ordinary life net premiums at ages 20 to 
53 inclusive and at 55 and 60, means that you may quote exact figures 


to your prospect. This exhibit is beyond comparison with the mere 
showing of dividends at only four ages as is usually done. 


20 YEAR ACTUAL HISTORIES (NET FIGURES) 


LITTLE GEM actual histories are “net,” with dividends already 
deducted. Furthermore, they are given at nine ages (instead of four as 
in other books). The exhibits cover a 20 year period with summaries 
at 10 and 20 years. 


In addition to the points mentioned above, the LITTLE GEM 
shows—rates with and without disability and double indemnity, term 
rates, industrial rates, intermediate rates, dividends on term and paid-up 
policies, cash values, and other useful data. The LITTLE GEM has 
720 pages of bible paper, is but 14 inch thick and is bound in real leather. 


RUSH FOR INSPECTION! 


copies 1929 Little Gem Life Chart. 


Bill me at my company club rate. If the Little Gem does not sell itself} 
to me, I may return my order for full credit, 


Name 
Company ea awt etal e ken een ene tiow sewn 
Address 


Cley .. eer ; ah State.. 
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THE NATIONAL UNDERWRITER COMPANY 
420 E. Fourth Street, Cincinnati, Ohio 
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EASIER SELLING 


Competition for Mr. Average Man’s dollar grows 
constantly keener. Hence any program is interesting 
which gives promise of easier insurance selling. 

Fidelity offers a New Low Rate Life policy and New 
Low Rate Term policies at exceedingly attractive figures. 

. 

It offers a very productive lead service, close Head 
Office cooperation, and a live-and-let-live contract, avail- 
able in forty states. 

















































Write for booklet, “What’s Ahead?” 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 














Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore~- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organised 1845 


A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 























I NEE kh bios s cenesdkdacessweiwedan $ 5,000 
ME GD Ry 4 i ccd ndkanccecexae -.+++ 10,000 
Cortein Gccttental Gegths oon ccccccvcecccvcccesse 15,000 


Accident Benefits $50 per WEEK for fifty-two weeks 
$25 per WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 
come—Non-medical. 


Insures and assures your client’s future and yours. 


Our Vice-President 


Are you interested in an agency? 
Write 


Eugene E. Reed, will tell you all about it. 
him direct .. . and directly. 





i 
UNITED LIFE 


Concord 





AND ACCIDENT 
INSURANCE COMPANY 


New Hampshire 


Inquire! 
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PROSPECTING PROSPECTS 


Those agents casting about for pros- 
pects might also gather some encour- 
agement from the announcement made 
by the Treasury Department at Wash- 
ington last week regarding the coming 
collections of income tax. It has been 
estimated by the tax bureau that there 
were 14,000 millionaires in this coun- 
try in 1927. Some 11,607 reported in- 
comes in excess of $100,000, which is 
taken as representative of property of 
at least $1,000,000, and in addition, there 
were 3,000 whose income was _ that 
amount, though deductions permitted of 
their reduction in the tax blanks. Thus, 
there were 14,000 millionaires in the 
country in 1927 and, as the past three 
years have shown an increase of about 
1,000 annually in this total, it is antici- 
pated that there will be possibly 15,000 
shown at the present time. 

Such figures indicate that possibly the 
average agent still has a chance at some 
of this large business. Certainly, the 
few specialists in the few big metropoli- 
tan centers cannot write all of these 
15,000 cases. Their prospect files would 
not stand the gaff of such a formidable 
army in the first place—and they are 
not all in the big cities, in the second. 
The agent who believes these big cases 
are only for big city agents is losing an 
ceactantanneets if his own Lsncnsaneed _ 


GLOWING FUTURE FOR 


INSURANCE PICTURED | 


(CONTINUED FROM PAGE 6) 


predicted that his country would have a 
proportionate institution in another dec- 
ade. He said that life insurance in Japan 
started 48 years ago in 1881, but it was 
different from that in this country or 
Europe and it did not grow rapidly. At 
first, it was based on English life insur- 


ance, but since the war, Japan has been | 


attracted by the great American busi- 
ness, which has stood out as an achieve- 
ment throughout the world. 
anese officials were sent to this country 
to study methods and see if the Ameri- 
can plan could be adapted 
They realized that whatever was bene- 
ficial shquld be adapted to the plan in 
use there and not an attempt made to 


adapt that to foreign methods. They are | 


but 
to 
see 
in 


still studying the various methods, 
they are beginning to see the way 
changes and another decade may 
an entirely new form of operation 
vogue there. 


Pregram Very Complicated 


Mr. Takagi pointed out that the Jap- 
anese were not entirely in accord with 
the American program. As he said, 


“vou will admit that the American plan 
is very complicated.” He pointed to the 
numerous items added to the basic pol- 


icv in this country, both prior to and | 
following basic coverage, such as pre- 
liminary term, disability, annuities, op- 


tional settlements and the like. In Japan 
these additions have not been made and 
they wish to make some such additions, 
but not in the manner in which Ameri- 
can companies have done. Thus. he in- 
timated that Japan may contribute a 
new basic system of underwriting. 


Huebner and Blackwell Speak 


The other speakers at the afternoon 
session were Willis J. Blackwell of the 
New York office of the Penn Mutual 
Life and Dr. S. S. Huebner of the Uni- 
versity of Pennsylvania, head of the 
American College of Life Underwriters. 
Mr. Blackwell gave a talk on “Work,” 
for which he has become widely known, 
this being a vigorous discussion of basic 
sales methods, culminating in the single 
word, “work.” Dr. Huebner spoke on 
life insurance as a financial program, 
citing its growing functions to the busi- 


=(Nash of the National)= == 


Many Jap- | 


to Japan. | 





pens to possess one or more pedigree: 
millionaire. And an analysis of deat 
claims will show that he is very apt 
to find just such rare specimens in his 
own neighborhood, if he search dili- 
gently. Last year, for instance, over 
one-half of the $1,000,000 and $500.00 
claims paid were in places other than 
New York and Chicago. That, 
course, still leaves such cities as Bos- 
ton, New Orleans and the like. 

Further analysis will then show the 
skeptic that over two-thirds of the 
claims of $100,000 and over are mace 
in states that do not have cities as lary 
as Cincinnati, Boston or the like. That 
is, nearly 70 percent of the $100,000 
cases were in such states as Wyoming 
Georgia, Montana, Louisiana, Vermont 
and the like. Those cases had to lb 
written by some one and where such 
sums of money existed—and were | 
queathed—there are likely as many, jf 
not more, of like rank still existing 
Thus, the large case has become equally 
an average city, if not a small city j 
tor. Metropolitan centers will natur- 
ally have more in the aggregate, but 
they have more agents, all after 
same case, so that in the last analysis, 
it is a matter of the first comer and 
the most alert comer, city or countr) 
with a stray big case for everyone 
knows how to find them. 





ness world. He suggested that 
| called a life bond, the premium be cal! 
a deposit and the reserve a sinking fund, 
to get away from technical terms a! 
talk in the terms of the business man 
| and the layman. 

At the annual banquet in the evening, 
Georga L. Hunt, general chairman of 
the day, presided as toastmaster. T: 
were given by Lieutenant Governor Er- 
nest B. Rogers and James L. Case, for- 
|mer president National Associatio 
Insurance Agents. 
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INSURANCE MAN WILL 
HEAD PENSION BUREAU 


WASHINGTON, March 21.—A : 


with a practical knowledge of insur- 
ance will be the next commissioner 
pensions, it was made known at 


White House this week in announcing 
that President Hoover had accepted the 
| resignation of the present cor 
| sioner, Winfield Scott. 

Who Commissioner Scott's 
will be has not vet been deter 

but the President represented a5 

being insistent that he be a ma h 
; knows the insurance business. 

This requirement is believed 
sage a reorganization of the gover! 
ment’s veteran activities, whereby t 
or bureau and the pension 
reau, the former now - cy saree ng 
| the latter a branch of the Interior De- 
partment, will be merged. This act 
| would be in line with I -resident Hoove 
known views regarding reorganizati 
the government service to prevent 
| cation and overlapping of work, 
| has been pointed out repeatedly thatt 
veterans’ bureau is doing for the ! 
who served in the World War w 
pension bureau is doing for thi 
served in earlier conflicts. 

The work of the pension bureau * 
| gradually being reduced, due to th 
that the roll of veterans of th 
War rapidly growing less, but t 
great volume of work of the vetera!> 
bureau wil be in the years to come. 
the voung men who served in the WW 
War age and beain to cash their in 
ance policies. 


successor 
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Northern States Agency Head 


President Bertram Day announce 
that C. Fdwin Johnson is now in 1 
charge of the agency department o! 
Northern States Life. 
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NORTHWESTERN NATIONAL 
PLANS REGIONAL MEETS 


THREE LOCATIONS SELECTED 


Agents to Qualify for Attendance in | 


Contest Covering All 
Production Factors 


Point 


Meeting places and dates for the three 
regional conventions which the North- 
western National Life of Minneapolis 
will hold in August have been decided 
Each of the three locations will 
excellent facilities for the pro- 


upon. 
afford 


grams of recreation and education com- | 


ined that will make each of the 
three meetings. 

The central convention, which will be 
by agents from Minnesota, 
North Dakota, South Dakota, Nebraska, 
lowa and Illinois, will be held at Pequot, 
Minn., Aug. 12-16. 

[The western convention, for agents 
from Montana, Idaho, Washington, Ore- 
gon, California, Colorado, Wyoming, 
Kansas, Texas and Oklahoma, will meet 
at Troutdale-In-The-Pines, near Denver, 
Colo., Aug. 22-24. 


up 


Meet at Cedar Point 


Ihe eastern convention, to which will 
go agents from Michigan, Indiana, Ohio, 


Pennsylvania, New Jersey, North Caro- | 


lina, Kentucky, Tennessee, Virgina and 


West Virginia, will gather at Cedar 
Point on Lake Erie, Aug. 28-30. 

[he three regional conventions, al- 
though held in the same month, are set 
for different dates, which will allow 
ome office men to be present at all 
three. 

Agents who will attend the regional 


meetings will be winners in a point con- 
test ending June 30, which stresses not 
mly volume of new ‘business written, 
with extra credit for cash with app busi- 
but also conservation of old busi- 
reinstatement of lapsed business. 
nd improvement in production over the 
revious period. 


ness, 


Made Educational Representative 


J]. Philip Orchard, for eight years in 
the hi insurance business at Council 
has been appointed educational 
representative of the Bankers’ Reserve 
Omaha, effective April 1. 

In his new position Mr. Orchard will 
work out a course of instruction for 
ie agents, with his activities to be in 
wa, Missouri, Nebraska, Minnesota 
ad Kansas. He will make his head- 
larters at the home office. 

Mr. Orchard has been district man- 
ger for the John Hancock in Council 
Bluffs. His successor has not yet been 
amed Mr. Orchard organized and 


te 


Ale ol 


is the first president of the Council 


s Association of Life Underwriters. 





Flanigan Carries Out Promise 

he closing days of 1928, J. E 
fankers Life of Iowa agency 
at New York City, promised 





at his agency would capture leader- 
» of all Bankers Life agencies in 


March 1 he had given proof 
out his intentions, showing 
greatest paid-for total for the period 


Carrying 


ec. 16, 1928, to March 1. His agency 
produced $1,078,500 and had the 
$1,000,000 total registered by any 


nkers Life agency. 
lwo other agencies followed the New 


tkers past the three-quarters of a mil- 
mar] First of these was Elbert 
‘torer's Indianapolis agency, which had 


$886,918. DeForest 
an Chi go agency, with $805,500, was 
xt 
_ in February Bankers Life salesmen wrote 
” policyholder applications for $2,149,- 
“. The average application was for 
*,500 plus, much more than the aver- 
“se application from new prospects. 
“ne total was 27 percent of the Febru- 
“ty paid-for aggregate. 
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AGENCY TRAINING METHODS 


Used by the J. Elliott Hall General Agency of the Penn Mutual Life 


in New York City 


Plan 

NEW YORK, March 21.—Agency | 
| training is a fundamental part of the 
program of the J. Elliott Hall agency 
of the Penn Mutual Life in New York 


City and many of its practices and oper- 
ation details have been adopted by other 
offices throughout country. Mr. Hall's 
| standardized sales talks and his analyt- 


| ical daily report system have been 
| adopted as a company standard by the 
| Penn Mutual. This agency is one of 
the outstanding ones of the country, 
leading the entire Penn Mutual field 
organization and standing among the 
national leaders of all companies. Last 


| year it paid for over $37,000,000, a gain 
| of over 28 percent above the previous 
| year and more than double the total 

of four years previous. The agency's 
| record thas been as follows: $18,000,000 


in 1924; $20,000,600 in 1925; $25,000,000 
| in 1926; $29,000,000 in 1927; $37,000,000 
in 1928; and a gain of like proportions 
so far this year. Much of this accom- 
plishment Mr. Hall credits to his 


agency system and training program. 
Three Distinct Divisions 

| The training of agents is divided into 

three distinct divisions, with a man di- 

rectly in charge of each and a super- 


| visor who is in command of the entire 
| program. The first division is not dis- 
| tinctly a training factor, yet Mr. Hall 


| believes it is linked up and thus closely 
watches it. This the recruiting of 
new men. As the type of new men will 
largely guide the effectiveness of a 
training program, this of prime im- 
| portance. With a man devoting his 
| time to this one item, the agency is se- 
executive 


is 


is 
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| lecting material which it 
| assured can easily grasp the funda- 
mentals of the business and launch at 


once into a successful sales career. The 
training work itself is again divided 
into two sections, class training and 
field supervisory work. These are re- 
garded as equally important and it is 


realized the new man may encounter 
stumbling blocks in. either’ division 
which may retard his progress, if not 


seriously handicap him for all times. 


System Is Basic 


n teaching the new man the business, 
In teaching tl the | 


| this agency holds as fundamental two 
basic ideas, work and system. Thus, 
it begins with a picture of methodic, 
analytical sales work and applies all 
| ideas, technical and non-technical, to 
this. Mr. Hall makes this the basis of 
all agency supervision and his “Did 
You” card system, which has spread 


now into many other offices, is his basic 
office unit. This is a reporting system 
which supplies detailed information on 
each prospect seen, that the agent 
himself—and, more important, the su- 
pervisor and general agent—can at 
all times just where the 
countering difficulty. It tel 
or not he is working and 
defects in his working program 
| arising, whether in _ prospecting, 
proaching, closing or what not. 

| required at all times of all men, 
{and old, and gives a constant 
supervision and close contact that can- 
not be obtained in any other way. This 
is basic to the agency’s entire system 
| and thus it is introduced at the outset, 
the first session of the training classes 
being devoted to an analysis and de- 
scription of the card and its effective- 
relation to the work. 


Classes Held Monthly 


sO 


are 
ap- 
It is 
new 


basis of 


| 
| 
| 
| 


| ness —and 


Agency training classes are held once 
a month and actual intensive c 
sions require about a week and a half 


S| ™ 
ass ses- 


leach. There are five general themes 
covered in these sessions, the super- 
visor presenting them with the aid of 


an agency text-book, prepared by Mr. 
Hall from the wealth of his ideas and 
those of his and other companies. 


They 





are discussion groups and the new men 
work out the problems in conferences, 


which are later to be carried into their 
actual work. rhe first subdivision of 
the study is, “Prospecting.” he new 


men study the matter of who are pros- 


pects and where to find them. Pros- 
pecting is of personal importance and 
here is often found need for intensive 
study, both by new men and by old 
men who may be studying for improve- 
ment. The new man is asked at once 
to list 50 men he knows and then to 
analyze the names and see who would 
be good prospects and why. The best 
salesman, an expert on approach and 
close, may be useless unless he has 


someone to bring him prospects, so the 
self-direction of prospecting is first em 


phasized, that all the men may be able 
to properly handle this difficulty. 
Use Hall's Standards 
Che next study taken up is, “Tools 
of the Business.” Under this, the 


fundamentals of life insurance and the 
and rate book in particu- 
lar are studied. They are not presented 
technically, nor in toto, but taken up 
desired and applied to the work in 
of needs and personal system. 
Needs for insurance are then studied, 
giving direct application for these tools. 
Chis covers all classes of insurance and 
directed to prepare the man for efh- 
cient sales planning. What to say, and 
how to say it, constitutes sub- 
division and in this, each man 
required to learn at least standard 
talk. Mr. Hall well known for 
standardized sales talks and several 
of these are presented as suggestions. 
Che new man must then learn som« 
standard talk and able to 
in personal interview with a_ super- 
visor, so that it will not be mere recital, 
but an actual sales appeal. Che final 
section is a study of sales methods, with 


chiet Che 


} . 
policy torms 


as 
view 
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another 
new is 
one 
sales 
his 


Is 


one 


be give it 


attention to the closing. an 
swers to all possible objections are 
studied and the man prepared for the 


nay encounter 
the student 


maximum antagonism he 
During these class sessions, 


must make at least 12 cold canvass calls 
and report to the conferences, for 
laboratory discussions as to methods 
and results. 

Have Field Training 


Thus prepared, the man is ready for 


the field, though he is not permitted to 
actually go out with the rate book, 
unless he has successfully sold the 
agency supervisor This gentleman 
must be approached, either by letter or 
personal call, and given the tandard 
sales talk and unless the new agent 
successfully handles this “case,” he 
must return to the class study for fur 
ther preparation. Field work is a part 
of the training program In the Hall 
agency it is a prepetual program, the 
agent being closely supervised as to 
methods and results as long as he r« 
mains with the office, though it is in 
tensified during the first few weeks It 
is here that the direct application of the 
“Did You” cards is made. The new 
man must report on each case and the 
supervisor can tell at a glance, somé 
ten or twelve items affecting the sal 
being listed, where trouble is being 
met. For two weeks, the new men 
meet in conference every morning witl 
the supervisor, to go over these results 
and analyze their work. These confer- 
ences are both laboratory session and 
pep mecting And as an added aid, 
they are required to attend the Monday 
morning meetings of the agency, which 
are sales sessions, covering general 
problems. Also, the newer men are 


gathered together every Tuesday morn- 
ing for a conference on more advanced 
methods. 

In all of this work, the chief purpose 


is to place sound working ideas in the 
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HARRY McNAMER JOINS 
DARBY A. DAY AGENCY 


MADE BROKERAGE MANAGER 


New Appointee Is Author and Speaker 
—Is Active in Association, Fed- 
eration Work 


Harry McNamer has been appointed 
manager of a brokerage department now 
being established in the Darby A. Day 
general agency of the Union Central Life 
in Chicago. The brokerage business of 
that office has developed to a point 
within the last two years where a 
arate department is now found necessary 
to render the proper 

Mr. McNamer has been in the life 
insurance business in Chicago tor 15 
years. During this time he has repre- 
sented the Equitable Life of New York. 
He is well known in life insurance circles, 
not only in Chicago but nationally, being 
a former president of the Chicago Asso- 
ciation of Life Underwriters, and having 
served the Chicago association for six 
years as its representative on the execu- 


s¢ep- 


service. 
} 








| 


| 
| 
| 


HARRY MeNAMER 
tive committee of the National Associa 
tion of Life Underwriters He is als 
a member of the board of directors o! 
the Insurance Federation of Illinois 
Mr. McNamer is the author of “Life 
Income Insurance and How to Writ 
it,” a book which deals with a phase of 
life underwriting n which lhe has 
specialized for many years 
Widely Known as Speaker 
He has appeared before many life 
underwriters’ organizations and com- 
pany conventions as a speaker on var 
ious life msurance sales subjects 
In the establishment of this new kk 

partment Manager Day contemplates an 
organization which will provide eve 
facility and help securing and plac ur 
brokerage business, and the presenting 
of cases in the most effective manner 
He has thus recognized a gprTOWwING cle 
mand for this type of service in tl 
modern life insurance general agency 
agent's mind He is taught to be sell 
sufhcing and thus there is no team work 
|on the part of the agency staff in sell- 
ing That is, supervisors do not go out 
with the new men. They do go out on 
cases, where help is asked by the agent, 
but it is thought best to have the new 
man apply his ideas his own way and 
not weighted by the ideas of another 
man who may use entirely different 
methods. Such team work is regarded 


as 
| 


dangerous, possibly killing initiative 


and originality. The new man is di- 
rected in the best methods known today 
and he is supposed to have his own 
ideas as to which are best and which 
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ALABAMA GROWS AS 
HOME OFFICE STATE 


(CONTINUED FROM PAGE 5) 
g¢ quite a considerable life business, 
jth mutual and ordinary. It has in 
force something like $17,000,000 indus- 
and about $3,000,000 ordinary. It 
as $118,370 capital and has been pay- 
ng good dividends. It is on a 12 per- 
ent basis. C. P. Orr, the president, 
to Alabama in 1880 and acquired 
control of the Southern Mutual in 1904. 
This was developed into the Southern 
Life & Health, W. R. Lathrop, secre- 
tary, treasurer and actuary, became con- 
ected with the company in 1911 and is 
yy one of the prime factors in the or- 


ganization. Formerly the entire busi- 
ess was transacted on a strictly weekly 

asis. In 1922 an ordinary life depart- 

‘nent was established but all production 
mes through the industrial agents. It 

ensed in Alabama, Florida, Loui- 


Texas and Mississippi. It has a 
ficent home office building far our 


Ant 


the congested district on Hilldale 
Bankers Credit Life 
Life was organ- 


The Bankers Credit 
| in 1927 with a capital of $25,000 
{ sold at twice par. Later in the year 
twas increased to $125,000, the new is- 


$100,000 being sold at twice par 
h very little expense. In 1928 the 
any Was put on the legal reserve 


sis. It insures commercial and indus- 
trial bank loans to insure the payment 
in the event of death of the 
Its contacts are, therefore, 

with banks. It licensed in Ala- 
ma, West Virginia, Tennessee, Mis- 
ippi and Louisiana. Ben I. Rapport, 
president, is the big factor in the 
company. The banker not only insures 
‘loan but he is able to get consider- 
le ordinary insurance from customers 
of his contacts. The company 
sues a master policy to the bank which 
the right to issue certificates 
the lives of individual borrowers. Mr. 
Rapport devised this system his com- 


ins 
wrower. 


is 


Cals 


eives 


uses 


Rates for the Insurance 
The par value of the Bankers Credit 
fe stock which was $100 a share has 
now been reduced to $5 a share. The 





riginal capital of $125,000 has been in- 
reased to $500,000, the new stock being 
sued to old stockholders at $11.25 a 
stare. The rates for one year term 
hly decreasing per $100 are from 
to 35, $1.18; from 36 to 40, $1.37; 
41 to 50, $1.50; from 46 to 51, 
; from 51 to 55, $2.42. The mini- 
policy is $50 and the maximum 
‘1,000 on white risks. On colored appli- 
ts from age 20 to 25; the rate is 
”; from 26 to 30, $1.74: from 31 to 
1, $1.89; from 36 to 40, $2. The maxi- 
im fer colored risks is $500 


8] &> 


Life 


he American Security Life has a 
artet officials that are on their feet 
the time. D. V. Edmundson is presi- 
He was formerly head of the Key- 
Service Corporation, which was 
‘trict manager for the American Cen- 


American Security 


mal Life. R. A. Gray is vice-president 
was formerly with the American 
\entral. V. M. Shewbert is vice-presi- 


tin charge of agencies, he having 
state supervisor of the American 
tral in Alabama. George W. Jei- 
the secretary, was formerly man- 
f the policy department of the 
ife at its home office in Kan- 
It has a list of very good di- 
‘ors. It was licensed in June and 
an business in July. It has $100,000 
tal. 7 le par value was $50 and the 
"pany since then has sold an addi- 
“onal 100,000 at $100 a share. The com- 
tong ttote between $4,000,000 and $5,- 
"0 during the year which was re- 
*rded as a most excellent record. The 
_ttet of insurance men have had fine 
ftience. The company is licensed 
*m Alabama and much of its busi- 








ness has been written in the vicinity of 
Birmingham. 
American Standard Life 

The American Standard Life began 
business in July of last year. Its annual 
statement shows assets of $959,346, cap- 
ital $608,930, net surplus $213,808. The 
main factor in the company is Floyd B. 
Powell, who is vice-president and direc- 
tor of agencies. He was formerly state 
manager of the Phoenix Mutual in Ala- 
bama and later was agency supervisor 
for the Central States Life with head- 
quarters at Dallas. The company has 
tour supervisors in Alabama. It is li- 
censed in Alabama and Mississippi and 
expects soon ‘to apply for admission to 
Texas, Louisiana and Tennessee. Presi- 
dent T. W. Wert was formerly on the 
bench. Judge Wert came from Decatur, 
Ala. The American Standard Life has 
a formidable list of directors, compris- 
ing bankers and business men in vyari- 
cus parts of the state. It made a deal 
whereby it took over insurance on mem- 
bers of the Grotto, a branch of the Ma- 
sonic order. Its insurance in force as 
shown in its annual statement is $10,- 
000,000. 


1s 


Worked Out Unique Plans 


Vice-President Powell has worked out 
some unique plans. 
ization of youth thrift clubs composed 
of boys whose fathers take out juvenile 
policies. Every month a letter is sent 
to these boys dealing in a plain, ele- 
mental way with some questions as to 
thrift or character. An educational fund 
is built up for these boys which can be 
used for their schooling or other pur- 
These juvenile clubs are organ- 
ized on formal lines with a regular or- 
ganization. So long as a member keeps 
up his premium he is allowed to con- 
tinue his membership. Another plan is 
the provision for short term endowment 
for school teachers to provide the means 
for them to take a trip abroad at some 
stated time in the future. Therefore, 
considerable work is being done among 
the school teachers. Mr. Powell also 
has an insured loan plan whereby bor- 
rowers take out life insurance to protect 
loans. 


roses 
poses. 


Fidelity Life 


Another new company is the Fidelity 
Life which began business last Novem- 
ber. Its paid in authorized capital is 
$250,000, the subscribed $242,022 and the 
paid in $151,384. The par value was 
$10 and the shares were sold from $12.50 
to $20 a share. The main factor in the 
company is John M. Corr, who for many 
vears was manager of the Aetna Life. 
He has had a fine experience in life in- 
surance. The chairman of the board is 
E. R. McDavid, who for 18 years was 
president of the Alabama National Life. 
The company thus far is confining its 
operations to Alabama. Mr. Corr and 
his associates are experienced insurance 
men. Sam C. King, the vice-president, 
has had a number of years experience in 
banking and insurance. W. A. Berry, 
the secretary and treasurer, had 14 years 
legal reserve life insurance experience. 
F. E. Turner, supervisor, has been in 
the business for a number of years. 


Liberty Life 


Another interesting company in this 
city is the Liberty Life, which operates 
under the fraternal laws but its rates 
are on the legal reserve basis. It has 
over $35,000,000 insurance in force. The 
company licensed in Alabama, Ari- 
zona, Arkansas, Delaware, Georgia, 
Mississippi, New Jersey, New Mexico, 
Oklahoma, Pennsylvania and Texas. 

Frank P. Samford is secretary 
Robert T. Davison is president. 


is 


and 


All States Life 


3en W. Lacy, who was formerly vice- 
president of the Protective Life, has or- 
ganized the All States Life of Montgom- 
ery. Mr. Lacy has the confidence of the 
insurance people of his state. The com- 
pany was licensed Jan. 1 of this year. 
He has been in the business for a long 
time and has built up an excellent or- 
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LiFe INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


SUMMARY AS OF DECEMBER 31, 1928 





45 Millions Increase in Assets. This is growth in_policyhold- 
ers’ property, which now has a total value of $496,171,706.51. 
Liabilities to be deducted (policy reserve required by law to 
mature policies; reserve to pay all accrued dividends held for 
policyholders and additional dividends payable in 1929, with all 
other liabilities) total $457,503,922.71. 

This leaves Surplus Funds of $38,667,783.80. 


3814 Millions Surplus adds to the security of the reserves, is 
an additional assurance of safety, and makes the policies so 
much more secure,—as good as any bonds. Unquestionable 
strength of resources is the rock upon which all real insurance 
is built. 


3 Billion Dollars Outstanding Insurance. 6,500,000 contracts 
covering over 4,200,000 policyholders. Ten years ago the Com- 
pany had approximately One Billion of outstanding insurance. 
The new 3 Billion record for 1928 shows the great growth of the 
last decade. 


814% Gain in Additional Insurance. New paid-for insur- 
ance written in 1928, together with revived and increased insur- 
ance, attained a new high figure of $650,731,723. 


540 Millions Paid Out on Policies. This is the enormous sum 
paid out in 66 years by this Company to beneficiaries and policy- 
holders: in 1928 alone the sum so paid was $56,262,949.93; aver- 
age payment per working day $187,543. 

Total of such payments in 66 years—over $540,000,000. 


Reduction in Cost. There has been a reduction in general 
annual cost to policyholders during the past seven years, while 
in the same period the Company has doubled in size and finan- 
cial resources. 
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WALTON L. CROCKER, President. 
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Sees Atlantic Life well advanced 
in its program of expansion in 
“Our Greatest Year.” 


Before the coming of Summer we 
want to establish general agencies 
North of the Ohio and West of the 
Mississippi. These new men will 
receive the fullest Home Office 
cooperation in their organization 
work. If interested, write us to- 
day. 


ATLANTIC LIFE 
INSURANCE COMPANY 


Richmond, Virginia 
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Address S. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


We Write All Standard Forms of Participating and 


Insurance Contracts and in 


Following SPECIALS 


+1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 

4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only 
character and integrity—men who are intent upon suc 
cess—and to whom we offer exceptionally liberal 


ery desirable territory open 


serious-minded men of 
and gral 


KENTUCKY — TENNESSEE 
M. CROSS, President 




















N. M., N. C., 


Minn., 





A Wider Field— 


We have openings in Ala., ps, Dela., D. C., Fla., Ga., IIl., 


Ta., 
Okla., S. D., W. Va. and 


© — on Md., 
Wyo. 


Mich., 


ou Agents Have 


An Increased Opportunity 





Age Limits from 0 to 60. 


terly premium plan. 


Males and Females alike. 


THE OLD COLO 





Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 


Participating and Non-Participating Policies. 
Same Rates for Males and Feiuales. 
Double Indemnity and Total and Permanent Disability features for 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


NY LIFE INSURANCE 


COMPANY of CHICAGO 


B. R. NUESKE, President 








NEW INSURAN 


Representing ove 


NEW ENGLAND MU 


Chartered 1835 


» 


Increase over 1927.......... 


Insurance in Force ..........$1,113,810,563 
An Increase of... 


BOSTON, 


CE ..........$143,573,589 
6,083,386 


90,547,161 


r 63% of the New Business 


TUAL LIFE INSURANCE CO. 


MASS. 
Organized 1843 
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Am I in a rut? 
are the 


times: 
a future in sight? 


You C 


management and modern 
class men as managers in 


If your record is clean, 
shown some organization 


men, 
about yourself 
Underwriter. 


in the 





Take Stock of Yourself 


Every ambitious life underwriter has his doubting moments at 
Am I getting on as I should? 


Have I 
questions he asks himself. 


an Do Better 


A Company twenty-two years old with a reputation for sound 


agency equipment needs a few high- 
some choice points in Iowa, Nebraska, 


Minnesota and South Dakota. 


Are You Ready to Grow? 


if vou are a personal producer and if 


ability as well, if you want a connec- 


tion with a company whose agency department is headed by 
who have been through the mill and if you will tell all 
first letter, 


Address K-4, The National 











alli His directors also are well 
known throughout the state. The capi- 
tal of $500,000 and the surplus $372,500 
were fully subscribed. 


Citizens Life of Huntsville 


The Citizens Life of Huntsville was 
licensed last year with capital of $100,- 
000. The par value was $1 and shares 
were sold at $5, thus creating a surplus 


ery and Birmingham. The Folmars are 
general agents of the Franklin Life and 
Canada Life. W. E. Bilheimer of St. 
Louis is assisting the company in mar- 
keting its stock. Emory S. Folmar is 
president, M. B. Folmar, vice-president: 
A. P. Folmar, treasurer: William Law- 
rence, vice-president; C. R. Keener, 
retary. 


sec- 





belong to the association. 


“Tf this association and the others 


to the development of favorable legisla- 
life 
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Insurance Stock 
Quotations 





HARLES SINCERE & CO., th 
vestment house of Chicago, 
the following stock quotations: 





of $400,000. The surplus was used in , 
the purchase of ordinary business to the a on at ton bond Asked - ’ 
» f eo “he f Aetns as. & S. 925 en 2 
amount of $25,000,000, which left the cap- / \ctna Fire..... 100 820 930 20 
ital $100,000 and the surplus $100,000. A | Aetna Life..... 100 1370 1380 12 
part of this business was secured from —. mg oss ze aa : 
le +S » ect - Automobile, Ct 00 636 
the Southern Insurance Company and | Gent. West C.. 50 65 70 ‘ 
the remainder received from the Physi- | Chgo. F. & M.. 10 19 21 
| cians Life of Waco, Tex., and the Citi- | Chgo. Nat. Life 10 20 < 
| zens Life of Mountain Grove, Mo. Joe i Bag = = 7 
Little, the president, has had practi- | Gonn. General. 100 2225 ... 128! 
cal experience in organizing and han- | Continental, Ill. 10 88 90 1.8 
one a - oa . “magne ¢ 7 
dling legal reserve life business. P. G. a Fas. ba = fe 1.¢ 
. e > ~ & s oO oe « 
Davis, the secretary, was formerly con- | Detroit Life.... 50 140 150 i 
nectel with the Citizens Life. J. L. | Fid. & Deposit 50 295 «= 305 T&E 
Moore, the general manager, was with eee by Tee A. 1588 sane 1.601 
. ° obpe 4 . eee vdeo 200 es 
the Prudential and later was in charge | Great Am Ina. 1¢ 60 
of the insurance department of the cham- | Great Lakes... 10 (sas. ON 
ber of con 2 =O Tew Hanover Fire.. 10 87 84 10 
f nmerce at Houstc n, Tex. Mr. Hartford Fire. 100 1065 1080 7 
Moore has charge of the agency depart- Htfd St. Boil.. 100 850 oe 16&} 
ment and the production work. Home Fire..... 100 620 630 20 
. : Indept. Indem.. 19 23 25 
First National Life sey Fire... 10 24 26 ¢ 
ore n° a ee — s. Co. N. A. 10 79 0 2& i 
rhe First National Life of Troy, Ala., —_ = _ 10 31 4 ~ 
which was originally incorporated with | Inter-South. L. 1 5.45 5.55 
capital stock of $20,000, applied for a | Lincoln Natl... > a = 
Vv f 0 : 3s 
permit to increase the capital to $410,000 | (1774. Bene Be ** | we om Coe 
with surplus of $360,000. The state se- | Mo. States..... 10 88 90 1.20 
curities commission of Alabama ap- | National Cas... 10 40 441.20 — 
proved this request and it is now selling Nat. Union Ss 2. 
3,750 6 percent preferred stock shares | New Am. Cas. 10 86 88 2.80 
and 15,000 class A common stock, par | New World L 10 14 16 8 
value $1, at $25 a share. The company New York Cas : a 195 one 4.00 
has been in operation since Oct. 18, | No. Amer. Life. 50 195 210 ( 
1927, being located at Montgomery and | Old Line Life.. 10 40 45 
licensed to operate as a local mutual aid Stell mag Rg + Se - 1 
association with $20,000 capital. The | pref, Accident. 100 500 525 23 
celebrated Folmar family of Alabama | Southn. Surety. 10 46 48 1.60 
° . : . . : 45 9n5 : 
insurance reputation are back of this | Sun Life....... 100 2450 2550 25 — 
“2 \ . ) QoF G&EY 
- W F 1 ee | . Travelers ..... 1M 1925 sie 16&! 
company. W. B. Folmar is the main] {-°s Fia. & G. 10 84 86 
factor, having offices in Troy, Montgom-| U.S. Fire....... 10 130 135 1.2 


NEWS OF TEXAS COMPANIES 


Much Activity Is Seen Among th 
State Institutions—Several Changes 


Are Announced 


Young, bookkeeper for the st 


Insurance Superintendent George H.|_ ©. R. ¢ 
Thigpen is a strong believer in home | highway department, ee 
companies. He gives them every en- cane. pF nae cae Contnere 
couragement. He desires to see Ala- a a 
bama companies strengthen and pros- Lorry Jacobs, director of pub! 
per. He is lending a helping hand! tions for the Southland Life of Dalla 
wherever possible. | was the chief speaker before the W 

Advertising Club. His subject was 
ee aac ae surance Advertising.” Mr. Jacobs § 
TRIBUTE PAID TO WORK that field of advertising is new 
| in 1900 but 52 life companies did 
OF LIFE ASSOCIATIONS | advertising. : 
(CONTINUED FROM PAGE 5) j ok c ox 
he "ester Jation: She 
organization, namely the life underwrit- Pn oe ang ncn pe Mn 
ers association. first year. This company spec 
Everyone Should Belong $1,000 policies. The goal set 
year is $2,000,000 in new business 

“To be or not to be a member of the : a 
life underwriters’ association is another The ten-story home office |! 
question for vou to decide. Obviously | Of the Western Reserve Life at * 
membership in the association is not a | “™&elo. Texas, will be ready “¢ 

° : pancy by Aug. 1 he building is ! 
prerequisite to success. Just as Obvi- | completed at a cost of $1,000,000 
|} ously, most of the successful men and 
women in life insurance field forces do The Great National Life of Dallas 


a regional meeting at Lubbock, 
with the agents of west Texas ten 
of tl rrane 


throughout the United States are con- | 1X B. Morris had charge aint 
. . . : ments. Among the addresses delly 
tributing something of value, to the edu- | \ on. one by S. J. Hay president 
cation of agents, to a higher ethical | pert J. Jones, vice-president of 
standard in the conduct of our business, | company. This company is planning 


regional meetings. 


*x* *k * 


series of 
















tion and most decisions affecting ; 
insurance, ves, and to a wider public un- a ndment to the aoe m.. 
derstanding and appreciation of life in- |) 20" be ener Hg — ys 
. eet ec 1 e Sti e, = 
surance—and I submit that they are | change its name to National 
doing just this—then every field agent | rite and decreasing its cal 
of everv company should consider it a | $283,000 to $12,500. 
mark of distinction to helonge to some a 
life underwriters’ association. | Hogshead With Best Company 
—— a 
: | John D. Hogshead, for six yea 
Made Assistant Actuary |charge of insurance advertising oVor 
Frank D. Kineke, for many years in| “Journal of Commerce” of New + 
the mathematical denartment of the|and prior to that for many years” 
Prudential with the titie of mathemati- | THe Nationa, Unperwriter, has J° 
cian, has been made assistant secretary. | the forces of the A. M. Best Compe 
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COOPERATIVE PUBLICITY! 
PLAN IS ANNOUNCED 


(CONTINUED FROM PAGE 5) 


yuntry. The main aims of the campaign 
will be: 

To assist in raising the standard of 
the sales personnel by: Requiring agents 
render the high grade service which 
the advertising will lead the public to 
xpect; showing that adequate life in- 
unce service can be rendered only by 

nupetent avents; attracting higher 
grade men to the business; informing 
the public so that they will be able to 
select well trained agents with whom to 
io business. 





2, To reduce terminations by: Con- 
tantly keeping the subject of life in- 
iwrance before the public; ke eping before 


e inoue the benefits of the insurance 
ready owned; educating the public to 
uy more intelligently for specific needs; 
warning against the evil of “twisting.” 
Would Decrease Sales Resistance 


lo help break down sales resistance 
to the qualified agent by: Building up a 
etter public understanding of the need 
adequate life insurance; eradicating 
misconceptions of life insurance which 
re now prevalent; showing the public 
the use to which the life insurance pre- 
mium dollar is put and thus creating a 
truer appreciation of life insurance and 
ts important place in the economic life 
i the nation; reaching individuals and 
groups. particularly housewives and 
mung people not now seen by agents: 
creasing the amount of educational 
matter in magazines and newspapers; 
romoting more intelligent buying. 
4. To decrease the cost of life insur- 
nee per thousand dollars of insurance 
: Its effect upon decreased sales resist- 
nee, decreased turnover of agents, and 
reased lapse rates. 
youre possible use would be to ex- 
the knowle dge of health principles 
aed thus to aid in the prolongation of 


Insurance Uses to Be Stressed 





The advertising will not contain any 
relerence to a particular type of life in- 
surance policy, nor to a particular type 
tcompany, unless it is desired to make 
tclear that the advertising is of legal 
reserve life insurance. Particular stress 


will be put upon the uses to which life 


surance may be put, because the bu- 

reau's investigation indicated clearly that 
the great majority of people now have 
ne life insurance, but that very few 

ave an adequate amount. Apparently 
little realization by the public 


of the variety of specific uses 
nsurance, such as protecting de- 
in some definite manner, pro- 
} r education of children, provid- 
g tor old age, meeting mortgages, and 
ecting business. 

Ut tremendous importance will be the 
tie-up work that will be done in addition 
egular advertising. This will aid 
ts of cooperating companies to 

ist from it. 








Covers Ordinary Insurance 


eserve life insurance companies 
in the United States will be 
cooperate in the campaign. It 
lesirable to advertise only ordi- 
y surance because the appeal of this 
pe Of insurance is generally to a dif- 











rent class of prospects and is best 
~— different basis from that used 
the sale of industrial or group life 
For this reason the campaign 
| to cover only ordinary life 
Ira ulthough indirectly it will 
ad] Ip in the sales of life insur- 
“— ot all kinds. 
.' 18 highly desirable that the cam- 
Sn be adequately financed. In the 
ton of the advertising committee the 
“mum basis on which to start a na- 
lal cooperative campaign would be 


Tosa er year for three years. An 
tration of what this sum would do is 
ven by the fact that it would pay for 
insertions per year in each of a group 
magazines that reach the great ma- 
rity of potential buyers of life insur- 
. rat or id would buy weekly advertise- 

ts, th columns wide and nine 











ree 





inches deep, in 188 
combined circulation of over 12,000,000. 
No definite schedule of magazines or 
newspapers has been discussed by the 
committee and no decision has been 
reached as to whether the media should 
be magazines, newspapers, or some other 
form. It is expected, however, that in 
view of the general opinion of life in- 
surance companies, either magazines or 
newspapers or a combination of the two 
will be used. 
$1,500,000 Is Minimum 


newspapers with a 


The advertising committee feels that 
this program is the minimum on which 
a start should be made and it hopes that 
a_ larger campaign can be undertaken. 
The basis of subscription has been 
fixed that the fund will amount to $500,- 
000 if the campaign is supported by 
companies having one-third of the legal 
reserve ordinary life insurance outstand- 
ing in the United States. 

The fairest basis of subscription is the 


so 


size of the company. The committee 
suggests that new business should pay 
one-half of the total and old business 


should pay one-half. The method recom- 
mended is to have each cooperating com- 
subscribe 7 


pany cents per $1,000 of 
new business paid for, plus four one- 
hundredths of 1 percent of the renewal 


premium income in the preceding year. 
Chis is a combination of a subscription 


based upon premium income and one 
based upon the amount of insurance 
sold or in force, and it is believed 


to be fairer than would be either method 
alone. The minimum subscription will 
be $1,000 a year. 


Cooperation Optional 


Although it is contemplated that the 
central office handling the campaign will 
be closely related to the Life Insur- 
ance Sales Research Bureau, a com- 
pany will not need to be a member of 
the bureau in order to cooperate in 
the advertising, nor will members of 
the bureau have to support the adver- 
tising or cooperate with it if they do 
not desire to do In any case, it 
seems highly desirable that the follow- 
ing be organized: An executive com- 
mittee of five; a central office under 
control of the executive committee; a 
general advertising committee; an ad- 
visory advertising committee. 

The executive committee, which will 
serve after the cooperative c ampaign is 


so. 


undertaken, will be elected by the co- 
operating companies and will be re- 
sponsible to them. It will consist of 


This number is large enough 
to insure a variety of viewpoints and 
of talent, but is small enough to avoid 
long arguments on minor points. These 
men will be chosen from the home office 
staffs of different companies. Each home 
office will have five votes regardless of 
the size of its contribution, and the five 
persons receiving the highest number 
of votes shall be elected. The term of 
office shall normally run three years, but 
the original members of the committee 
shall decide among themselves, by lot or 
otherwise, which two shall serve for 
only two years and which one for onlv 
one year. 


five men. 


Large Committee Planned 

Each company will select a represen- 
tative to serve on the general advertis- 
ing committee. This committee’s func- 
tion will be to give the executive 
committee the benefit of its advice and 
suggestions on all matters pertaining to 
the cooperative advertising. It will pro- 
vide a means of keeping the advertising 
in harmony with the views of the co- 
operating companies. 

An advisory comittee consisting of 
three men selected by the National 
association will be formed in order to 
consult «ith the executive committee 
and to give the executive committee 
the benefit of the experiences and atti- 
tude of the field force on matters per- 
taining to the advertising project. It 
is anticipated that the advisory com- 
mittee will work with the executive 
committee. 

The life group of the Insurance Ad- 

‘rtising erence will be asked to 
aid in the conduct of the advertising 
either directly through a special com- 
mittee appointed by the conference, or 





indirectly 


through members of the cone | 
ference who 


would in many cases be 


appointed to represent a cooperating 
company on the general advertising | 
committee or the executive committee. | 


Benefits Not Exclusive 


cooperative 
the public 


direct effect that the 
will have upon 
will be of value to all life insurance 
companies, but it will be by no means 
the whole effect of the advertising, and 
there will be many advantages that will 
a secured only by the cooperating 
companies and their representatives. In 
order to get the full effect of the adver- 
tising, the field force must be put in 
a position to use the advertising in- 
telligently, and to coordinate their sales 
and conservation efforts with it. 

A number of booklets of a dozen or 
so pages will be prepared describing 
in simple words the different kinds ot 
policies and the uses of life insurance. 
These booklets will be mentioned in 
some of the advertisements and sent | 
upon request, or upon the payment of 
a few cents, to any individual asking for 
them. They will be sold at to 
agents, managers, or home offices of co- 
operating companies. In addition to the 


The 
advertising 


cost 


booklets, stuffers will be prepared to 
go with the premium notices and pre- 
mium receipts. 


Copies of forthcoming advertisements 
will be sent in advance to all member 
companies and, through them, to their 
field forces. These copies will be suit- 
able for poster use in agencies, or tor 
use in direct contacts with the public. 


Sales Suggestions Included 


It is planned that advance copies of 
the advertisements will be accompanied 


with suggestions for their use. These 
would describe the best types of pros- 
pects for the form of protection adver- 
tised and how the common forms of 
policies might be used in fitting the needs 
described. A_ sufficient time will be 
alowed to enable companies to tie in 


sales campaign or sales train- 
adv erT- 


their own 
ing courses with the cooperative 
tising. 

Cooperating companies and their rep-/ 


| to 
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resentatives will have available various 
booklets and other material for distribu- 
tion to the public. They will receive 
help from the central office with their 
local advertising. They will be allowed 
use the emblem and slogan of the 
campaign, which will appear in most or 
all of the advertising. The cooperating 
company will be standing for progress 
and paying its share in a widespread 
project for advancing the institution of 
life insurance. 


JURY MUST DECIDE ON 
QUESTION OF DISCHARGE 
FRANKFORT, KY., 
Whether an employe insured 
been discharged 


March 
under a 


21.— 


group life policy has 

and the insurance terminated is a ques- 
tion for the jury, provided there is 
enough evidence to go to the jury, ac- 
cording to a decision rendered by the 
Kentucky court of appeals. Robert 
Greene was an employe of the Arctic 
Ice Company of Louisville, Ky., which 


carried a group policy in the Equitable 
Life. Greene was working for the 
company March 9, 1926, when he be- 
came ill and had to quit work. He was 
thereafter unable to do any work and 
died in the following July. No report 
was made to the insurance company 
on this illness and the employer con- 
tinued to pay the premiums on Greene’s 
policy until he died. The foreman testi- 


fied that he had not heard that Greene 
was discharged. The insurance com- 
pany’s evidence, however, was to the 
| effect that Greene had been discharged, 


two weeks after he became ill. 


Ground for Reversal 


The court held that the case having 
been submitted to the jury its decision 
was final on the fact of discharge, but 
reversed the judgment on _ another 
ground, namely, that the testimony of 
the employe’s wife, beneficiary under 
the policy, should not have been ad- 


nitted in evidence. 
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Building Up Man Power 


We hear much these days in the ranks 
of progressive life companies about 
building man power, which we take it 
means the adding of capable men to an 
organization and developing them to 
the highest possible point of efficiency. 
The aim is to secure more intelligent 
supervision of intelligent men. 
The tremendous waste in agency turn- 
over is to be checked. The same 
amount of effort is to bring far greater 
results. 

Life companies have been accused by 


more 


some great organizations as poachers in 
that they seek young men who have 
had a few years training in 
business to transfer their allegiance to 
life insurance. The complaint on part 
of these organizations is that young 
college require a_ salary 
Some large enterprises 
make it a point to take on a definite 
number of college trained men every 
year and put them through the paces 
from the ground floor. They are being 
grounded in business fundamentals. 
These companies are really making an 
investment which will not yield much 
of a return until the men get some ex- 


some 


men out of 


from the start. 


perience. 

We learn from 
have excellent business courses 
institutions are wont to draw for likely 
material that a very emphatic request 
is made that the names of these young 
men be not given to life insurance offices 
because the charge is made that after 
the collegians have some groundwork 
in business they are induced to enter 
life insurance work and yet that it has 
not paid for their early business train- 
ing. 

We 


some colleges that 
on which 


are not vouching for the accur- 


but they are 
authorities, 


acy of these statements 
made by reliable college 
and men in large business organizations. 
However, we do know that some life 
companies, learning the value of start- 
ing likely college men in business when 
they graduate are making it a point to 
select material of this kind and develop 
it along life insurance lines from the 
ground floor. If other organizations 
have proved it a profitable procedure 
and if these trained men have strength- 
ened the greater man power of those 
institutions that have employed them, 
why should not life companies find it 
equally advantageous? 

Some companies are taking 
men of promise just out of college, are 
paving them a living wage, are giving 
them home office training in the agency 
department, then loaning them to a gen- 
eral agency to familiarize themselves 
with the office course there and get an 
idea of the relationship between the 
field and home office requiring them to 
take “the agency educational course, and 
later are sent on the firing line with a 
rate book. Thus a young man secures 
not only a groundwork of fundamentals 
in business but that training has been 
in life insurance from the start. In due 
season he can be thrown into the or- 
ganization wherever there is a demand 
and where his capacity and experience 
best fit. 

Companies that have been following 
this course have developed some won- 
derful talent that is a credit to the 
business. 
excellent way to develop men who are 
to constitute the shock troops of a 
company. This is a man power recruit- 
ing method. 


young 


Back of the Lapse—The Agent 


In spite of all endeavors that com- He takes notes that will not be paid. 


pany officials have taken to cut down 
the lapse ratio, it still continues high 
with a number of offices. There may 
be various reasons why this is true. 
Those who have traced lapses back to 
their logical source feel that the primary 
cause is the manner in which these 
policies were written in the first place. 
In these days when business is diffi- 
cult to procure some companies seem 
to be goading their field men beyond 
natural bounds. Where this is done 
the lash is felt clear down the line to 
the humblest producer. In order, 
therefore, to make good he resorts to 
all sorts of expedients to get business. 


There is too much high pressure sales- 
manship. People are overloaded. The 
wrong kind of people are insured. Re- 
bates are given. Arrangements are 
made that cannot possibly be complied 
with. 

There is not enough attention given 
to the proper placing of the policy and 
convincing the assured that he has done 
the right thing in the right company 
with the right man. After all the agent 
writing the application very nearly de- 
termines the persistency of the policy. 
It is pretty much up to him as to 
whether a policyholder will remain on 
the books or not. 


To our mind this is a most. 











PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Capt. William E. White, the efficient 
deputy insurance commissioner of West 
Virginia, is to continue under the new 
administration. Edgar C. Lawson, state 
auditor and insurance commissioner, 
made the announcement during the 
week. Captain White has served the 
insurance department for 12 years and 
has the endorsement of the insurance 
men. He was educated at Purdue, 
graduating in 1881 and then received his 
law degree from the University of Cin- 
cinnati law school. Captain White 
practiced law for a number of years. 
Later he was chief clerk in charge of 
the internal revenue department in West 
Virginia, serving for 16 vears. He is a 
brother of Senator Albert Blakeslee 
White, former governor of West Vir- 
ginia. His nephew is A. Blakeslee 
White, Jr., son of Senator White, who 
is head of the White Insurance Agency 
at Parkersburg, and is a former presi- 
dent of the West Virginia Association 
of Insurance Agents. 


R. N. Rafferty, superintendent of 
agencies, and Don Pray, divisional cor- 
respondent, of the Lincoln National Life, 
recently returned from a trip through- 
out the east. Mr. Rafferty reports a well 
cerganized activity among the agency 
forces of this territory with numerous 
agency gatherings, sales meetings and 
educational programs. Mr. Rafferty and 
Mr. Pray started their trip by attending 
the sectional meeting of the Lincoln 
National at Philadelphia and from there 
continuing through the territory. The 
complete trip lasted three weeks. 


At a meeting of the board of directors 
of the New York Life the members paid 
tribute to Haley Fiske, late president of 
the Metropolitan Life by voting that the 
following statement be read into the 
minutes: 

“The board of directors of the New 
York Life hereby records upon its min- 
utes its profound regret at the death 
of Haley Fiske, late president of the 
Metropolitan Life. Mr. Fiske was one 
of the outstanding leaders in the devel- 
opment of American life insurance along 
its finest lines of social service and 
betterment. The New York Life ap- 
preciated his friendly cooperation during 
his lifetime, and regards his death as 
a lamentable loss, not only to his own 
company, but to the profession of life 
insurance in general. The directors and 
officers of the New York Life wish by 
this note to express to Mr. Fiske’s 
colleagues in the great organization of 
which he was for so many years the 


head, their sincere and_ neighborly 
sympathy.” 
J. Calvin Moss, general agent at 


Lynchburg for the Union Central Life, 
is being mentioned as a possible candi- 
date for governor of Virginia on the 
ticket which anti-Smith Democrats are 
planning to put in the field this vear. 
He took an active part in the presiden- 
tial campaign last fall which resulted 
in Virginia going over into the Repub- 
lican column. Although the anti-Smith 
Democrats supported Hoover for presi- 
dent, they claim that they are still 
Democrats, having worked for the de- 
feat of Smith rather than the election 
of Hoover. 


President Clarence L. Ayres of the 
American Life of Detroit and of the 
American Life Convention has just com- 
pleted a beautiful new home in Grosse 
Point, fashionable suburb of Detroit on 
the lake front to the north of the city. 
Mr. Ayres is one of the outstanding 
successes as a life company builder. He 
has been at the helm of the American 
Life since its organization 22 years ago 
and has guided it through all the pitfalls 
that beset a new company. He is also 
prominent in other activities in Detroit 
and has had much to do with the suc- 





cess of the Grosse Point Yacht Club ang 


other community enterprises. 

R. M. Beckley, formerly agency su)er- 
visor of the Western States Life, 
on an extended leave of absence, leit for 
New York via the Panama Canal 
week. After spending some time in > 
York Mr. Beckley, accompanied by Mrs 
Beckley, will go to Europe for an ex. 
tended pleasure trip. 

—_— 

Mrs. Matthew H. Taggart, wife of th 
insurance commissioner of Pennsylvania, 
died last week at her home at Northw 
berland, Pa., after an illness of several 
weeks. 

Thomas J. Hammer, director 
agency service of the Protective Li 
Birmingham, is recovering fron 
operation for appendicitis. 

Hillsman Taylor, president of 
Missouri State Life, returned to his desi 
in the home offices in St. Louis las: 
week following a- five weeks’ trip ¢ 
Hawaii. He was accompanied by Mr: 
Taylor, Mrs. Rogers Caldwell and Mr: 
Caldwell’s mother, Mrs. Levi S. T: 
dale. 

The Missouri State Life now 
about $10,000,000 of insurance in fore 
in Hawaii and last year $3,667,000 was 
written. Mr. Taylor was very well 
pleased with the outlook for the Mis. 
souri State Life in the Pacific island. 

John A. Wilson, cashier of the Ce»- 
tral Life of Des Moines, began his 25th 
year with the society on March 15. Mr 
Wilson started as manager of the co! 
lection department and was made cas)- 
ier in 1917. 

Ernest V. Sullivan, for several year: 
past assistant editor of the ‘ by nee r, 
and an unusually able young writ 
insurance topics, has resigned as 
April 1, to become publicity manager 
for the Insuranshares Corporation 
New York. 


James F. Oates of Hobart & Oate: 
general agents of the Northwestern M»- 
tual Life in Chicago, Was given a din 
ner Monday night in honor of his 2)st 
anniversary with the company. Talks 
were made by Vice-President M. |] 
Cleary, Actuary Percy H. Evans : 
Superintendent of Agencies C. H. Par- 
sons from the home office, and Gener 
Agent Ralph Hamburger of Minneap- 
olis, who is president of the general 
agents’ association. The 70 full ti 
agents in Chicago presented Mr. Oates 
with a magnificent desk lamp and an e- 
grossed testimonial. A bouquet of tu 
ty-five American Beauty roses w: 
livered to Mrs. Oates, who was at ho: 
in Evanston, at the hour of the din 

Robert S. Harris acted as toastmaste! 
Ben Badenoc? 








Talks were made by 
John C. Wideman, Donald MelIntos) 
Daniel Throne, Ralph Hobart and 


F. Axelson of the Chicago ag: 

Numerous Ietters and telegrams we! 
received from former member r ta 
agency now representing the 
in other parts of the country. 
ner arrangements were in chargé 
committee of which Frank |! 
was chairman. 


W. N. Dobbs, state manager ior ' 
Franklin Life with headquarters 
Fort Worth, Tex., died at his home 
few days ago after an illness of ' 
years which culminated ms 2 
week prior to his death. H jas 
vears old. Before going with the Frat 
lin Life Mr. Dobbs was conn 
the Fort Worth Life and t! 
politan Life. 





Paul A. Parker is appointed age” 
secretary with the Old Line Lite 
Milwaukee. 
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LIFE AGENCY CHANGES | 




















BUTLER GOES TO THE COAST 





Becomes Resident Vice-President of the 
Continental Assurance With Head- 
quarters in San Francisco 
fhe Continental Assurance of Chicago 
nnounces the promotion of Arthur A. 
Butler trom agency supervisor to resi- 


lent vice-president with direct super- 
ision over the company’s agencies on 
the Pacific Coast. For the time being, 
the headquarters of the Pacific Coast 


agency department will be in San Fran- 
isco, from which point all agencies in 
alifornia, Oregon and Washington will 
supervised. 
Coming to Continental in 1926 as 
anager of its Chicago office, Mr. Butler 
ade good. He doubled the business 
branch each of the two years that 
spent as its manager. Before going 
with the Continental, Mr. Butler was 
associated with the Pacific Mutual Life 
rf many years in its various branch 


} 


fices and afterwards was engaged in 
the general insurance business on his 
wn account at Sterling, Colo. Mr. 
Butle has evidenced real organizing 
lity. The company is looking for- 


vard to a consistent man-power expan- 
sion program in its western department. 
Thus the Continental Assurance has 
taken another step in its man-power 
program for 1929, having announced last 
onth the appointment of Harper Moul- 
ton as its Chicago supervisor. The Con- 
tinental is, at the present time, in the 
idst of an ambitious expansion pro- 
gram with its goal a billion dollars of 
in force in 15 years. 





surat 





M. D. Lewis 


Maj. W. L. Baldwin, inspector of 
for the Reliance Life in the 
iddle west, announces the appoint- 
ent of M. D. Lewis as manager at 
the Fort Worth office. Mr. Lewis goes 
tv Fort Worth with a splendid produc- 
tion record behind him. He has been 
the leading producer of the San Antonio 
fice of the Reliance Life for several 
ears and his paid production for 1929, 
ar to date, is $425,000. He has a law 
irom the University of Michigan. 


£encics 


egrec 


Bruce H. Curry 


[he appointment of Bruce H. Curry 
manager for the Aetna Life’s agency 
1 Montreal is announced by Ernest J. 
hristmas, the company’s chief agent 
‘or Canada. Mr. Curry’s first business 
nnection was with the Norwich Union 





FRANKLIN’ LIFE’S CHANGES 
Number of General Agents Have Been 
Appointed by the Company 


in Various Cities 





The Franklin Life has made the fol- 
lowing general agency appointments: 

A. L. Wier, formerly of the Spring 
field, Ill, agency, has been appointed 
general agent for territory surrounding 
Fort Worth, Tex. 

Phil M. Smith has been appointed 
general agent for Summit county, O., 
with headquarters at Akron. 

J. Lensmeyer is now general agent 
for Manitowoc and Sheboygan counties, 
Wis., with offices located at Manitowoc. 

Battle McMorrough and Vernon H. 
Kelley, operating under the firm name 


| of McMorrough & Kelley, have been 


appointed general agents for the Nash- 
ville, Tenn., district. 

A new general agent at Meridian. 
Miss., is L. A. Grantham. Milo M. 
Melton has been appointed for the ter- 
ritory surrounding Waterloo, Ia. 

Leland Franklin, formerly of the 
Tulsa agency, has taken over the terri- 


tory around Pekin, IIL, including the 
north half of Tazewell county. 
J. H. Mann and C. H. Mann, of 


Granite City, Ill., have been appointed 
general agents for the south half of 
Madison county, and will be known as 
Mann Brothers agency. 

Ralph W. E. Ames has been appointed 
general agent for the south half of 
Kane county, IIl., with headquarters at 
Aurora. 


Roger R. Krauk 


Roger R. Krauk has been appointed 
manager of the Baltimore branch office 
of the Home Life to succeed Robert 
Coxeter, resigned. Mr. Krauk was con- 
nected with the Connecticut Mutwal 
Life there for a number of years before 
joining the Home Life. Roderick M. 
Thomas remains as general agent for 
the Home Life. 


Life Agency Notes 


P. C. Myers has been appointed mana- 
ger of the Fidelity Mutual Life at El- 
mira, N. Y. 

E. T. Loss has been appointed field 
organizer of the Manufacturers Life of 
Canada at Lansing, Mich. 

Edward F. Geen has been appointed 
district manager of the National Life of 
Vermont at Oakland, Cal. He has been 
with the company at Rochester, N. Y. 
_E. C. Oscar of Saginaw, Mich., has re- 
signed as a member of the schoel board 


‘ire in 1905. Four years later he as-| to take charge of the district agency of 
sociated with C. H. Enderton & Co. of the Michigan Life. a ae 
Vinnepeg where he remained until Glenn Diddel, well know n in life in- 
91 wl ges: ees 5 | surance circles in Indiana, has joined the 
‘Boy he joined the Winnipeg force | sales force of the Indianapolis branch 
tthe Ans +¢ = : : : 
the \ctna Life, soon attaining prom- | office of the Sun Life of Canada. 
hence a business producer. His sub- ‘The general agency for the greater, 
sequent mnections were the Montreal! Birmingham district, consisting of 11 
gene i the I ial Life. and later counties in Alabama, has been given the 
a the imperial Life, and Jater | bq s. Moore Co. of Birmingham, by the 
strict manager for the London Life. Franklin Life. 
CO 
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OBJECTIONABLE BILL REVISED | manager of the Insurance Federation of 


*eatures of Pennsylvania Measure Op- 
posed by Insurers Eliminated 
After Hearing 


HARRISBURG, PA. March 21.—| 
—— Bill 435, which contained a num- 
i es objectionable to insurance 


vas revamped considerably 
« hearing held on the bill. The 
ilready passed two readings of 
senate insurance committee. 
ns Dechert, vice-president of the 
n Mutual Life; Vincent P. Whitsitt, 
sel for the Association of Life Pres- 
+ Homer W. Teamer, secretary- 





_ Robert 








Pennsylvania, and Thomas B. Don- 
aldson, former insurance commissioner 
of Pennsylvania, were among those who 
argued against the bill. 

Among the _ objectionable 
eliminated from the bill were: 

1. Section which would make accident 
non-cancellable after second 
year’s premium had been paid. 

2. Section which prevented companies 
from reinsuring in companies not li- 
censed in Pennsylvania. 

3. Section which stated that policies, 
in which discrimination in rates had 
been shown, automatically became null 
and void. 

4. Section which would force 


features 


policies 


conmipa- 
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Suu) ae 


Insurance That 
Needs No Selling 


Employees are particularly alive to their need 
They 


for accident and sickness insurance. 
know that the group plan is the most advan- 
tageous way of obtaining it. So they are almost 


invariably glad to pay the entire cost, 


Introduce group accident-sickness insurance 
to the concerns you know and you will earn the 
goodwill of men and management as well as a 
highly satisfactory commission. 


Connecticut General 
Life Insurance Company. 
Hartford, Conn. 








Going to Change? Make 
It Your Last Change 


If you go with the Columbus Mutual, You will 
never Seek a New Connection for its Distinctive 
System Guarantees Lowest Net Cost and Satis- 
faction to Policyholders and Maximum Compensa- 
tion and Satisfaction to Fieldmen. This Company 
does not Lose Policyholders Financially Able to 
Keep their Insurance in Force nor does it Lose Pro- 
ducing Agents. 


There are no Middlemen—General Agents, 
Branch Managers, etc. Great Savings, thus Effected, 
go to Policyholders and Fieldmen. 


The Columbus Mutual’s Agency Appointing 
Privilege Opens the Door to the Most Profitable 
Endeavor in Life Insurance. 


An Immediate Inquiry Will Well Repay You. 


COLUMBUS MUTUAL LIFE 


Cc. W. Brandon, 


Columbus, 
President hi 
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Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and > 
prospects ready to be 
written. 

We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


Help! 


Name 


eee ee eee wee eee eee eee 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 





nies incorporated or organized under 
Pennsylvania laws to keep home office 
in state and hold all records and assets, 
including cash, bonds, etc., in Pennsyl- 
vania. 


HOLDS PER CAPITA RECORD 


Rhode Island Has Twice as Many Life 
Policies in Force as It Has 
Inhabitants 


PROVIDENCE, R. I., March 
Rhode Island, the smallest state in the 
Union, continued through 1928 the 
unique distinction of having twice as 
manv life insurance policies in force in 
the state as there are residents, includ- 
ing every man, woman and child. 

At the close of business on Dec. 31, 
1928, there were 204,107 ordinary policies 
in force, 1,003,154 industrial policies and 
109 group policies, a total of 1,207,261. 
policies exclusive of group. The popula- 
tion of the state is 679,260. This is an 
increase of some 15,612 ordinary and 
36,377 industrial polices over the num- 
ber in force at the end of the previous 
year. 

The total amount of insurance written 
in 1928 was $117,513,259, some $4,532,249 
better than in 1927. Ordinary business 
in 1928 was $69,370,864, or $2,504,971 
better than in the previous year.  In- 
dustrial writings were $42,634,582, or 
$2,623,733 better than in 1927. The 
amount of group insurance put on the 
books in 1928 was less than in 1927, 
$5,507,813 as compared with $6,104,268 in 
1927, but the total amount of group 
business in force at the end of 1928 was 
$26,000,316, some $596,455 better than in 
1927. ; 

The total insurance in force in the 
state at the end of 1928 was $679,737,.129 
as compared with $630,813,110 in 1927. 


MYSTERY IN PROPOSAL 
FOR PROBE IN MARYLAND 


21.— 


BALTIMORE, March 21.—State offi- 
cials are puzzled over a_ mysterious 
resolution offered in the state assembly 
calling upon the legislative grand in- 
quest to investigate the insurance com- 
missioner. 

Harrison Rider, recently named com- 
missioner, said he had no knowledge of 
the resolution or why it had_ been 
offered, adding: “But I would welcome 
an investigation of the office. Maybe it 
would be a good thing for me.” 

The resolution contained no explana- 


tion. Delegate Wilmer, who introduced 
the resolution, said, however, that he 
had documentary evidence that he 


would like to present to the grand in- 
quest. He said the measure was not 
intended as any reflection on Commis- 
sioner Rider. 


Discuss Maryland Tax Measure 


Mayor Broening of Baltimore has 
called a meeting for the latter part of 
this week with the presidents of all 
insurance companies domiciled in that 
city, when the bill now before the legis- 
lature on recodifving and revisine the 
tax and revenue laws of Maryland will 
be discussed. 

The meeting was called by the mayor 
at the request of J. Kemp Bartlett, 
chairman of a committee representing 
the Baltimore companies. Company 
men feel that certain portions of the bill 
as now framed will, if passed, place an 
undue burden upon them in various 
ways, and the plan calls for a full dis- 
cussion of the measure with the Balti- 
more city officials before the city shall 
indorse the measure. 





Held to Be Rebating 


The supreme judicial court of Mass- 
achusetts found that Louis Parrot, a 
Boston insurance broker, violated the re- 
bate laws in a recent deal. Parrot made 
a contract with G. H. Mansfield & So. 
to sell some stock at a certain commis- 
sion. The Mansfield firm had an oppor- 
tunity to dispose of all the stock in 
one block, so they asked Parrot to give 
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up his contract. Mr. Parrot agreed to 
do this if the firm would take out $50,- 
000 of life insurance on its president, 
which it did. The firm, however, re- 
fused to take the policy when it was | 
delivered and Parrot sued for some 
$1,700 he claimed as commission on the 
policy. The lower court gave Parrot 
the verdict, but in its appeal the Mans- 
field firm maintained that Parrot was 
violating the anti-rebate law and the 
higher court affirmed this point. 


Hartford Actuaries Club 


At the monthly meeting of the Actu- 
aries Club of Hartford members dis- 
cussed pension provision through long- 
term endowment contract, the extent of 
the practice and its advantages and dis- 
advantages respectively to the employer, 
employe and to the insurance company. 
W. Rulon Williamson, chairman of the 
club, presided at the meeting. 


Huebner to Speak at Erie 


A special dirner meeting of the Erie, 
Pa., chamber of commerce is scheduled 
for March 28, at which time Dr. S. S. 
Huebner of the University of Pennsyl- 


vania will speak on “Safeguarding His 


Estate.” 


Erie chamber in cooperation with 
surance interests there. 


Holding Agency Sessions 


The spring lectures by Preble Tucker, 


statistician for the C. B. Knight agency 
of the Union Central in New York, have 
proven successful and worth while 
These lectures are open not only to ful! 
time agents but are also open to bro- 
kers and agents who have been giving 
the company their surplus business. The 
courses have consisted of eight lectures 
each. There are still many interesting 
and important phases of the life insur- 
ance business which anyone attending 
the remaining lectures can avail them- 
selves of. 


Would Authorize Insuring Minors 


Representative P. B. Rice of Harris- 
burg has introduced a bill in the Penn- 
sylvania legislature making it lawfu 
for minors of 15 years to contract for 
life, health and accident insurance poli- 
cies. Mr. Rice is in the insurance busi- 
ness in Harrisburg. 
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BLOOD POISONING COVERED 





Result of Accident, Even Though Infec- 
tion Not Introduced at Time of 
Injury, Nebraska Court Holds 

LINCOLN, NEB., March 21.—Insur- 
ance companies writing double indem- 





nity and seeking to avoid payment 
where death results from bacterial or 
other infections must make plain the 
intent of such a contract, says the 


Nebraska supreme court, in holding the | 
Elkhorn Life & Accident liable for | 
$3,000 double indemnity on a policy of | 
that amount. 
usual verbiage, seeking to prevent re- 
covery where death follows from causes 
exclusive and independent of the acci- 
dent. The insured in this case died from 


The clause was in the | 


blood poisoning following an infection, | 


and the company claimed this barred 
recovery because the policy explicitly 
said double liability would not apply 


where bacterial or other infections | 
caused death. 
[he court says that where the in-| 


sured sustains injuries through violent, 
external and accidental means and blood 
poisoning ensues, resulting in death, it 
immaterial whether the infection is 
introduced at the time of the accident 
and through the instrument operating 
to cause the injury, if the infection 
enters before the wound has become so 
cured as to prevent exposure to infec- 
tion, and infection comes about natu- 
rally without the application of any 
human act to produce it. Blood poison- 
ing resulting in such a wound will be 
considered as the effect of the injury 
and not as an additional other cause 
aside from the accident, and the con- 
sequent death is held to be the result 
of the accident exclusive and_ inde- 
pendent of other causes. 

It is added that it is the language of 
the contract, not the intent of the com- 
pany, that governs, and that the com- 
pany could have protected itself by a 
clause saying whenever an accidental 
injury, through complications of infec- 
tion, shall cause death there will be no 
liability. 


1s 


Status of Nebraska Legislation 


The Nebraska state senate has passed 
the Johnson bill protecting from cred- 
itors of an individual insurance on life 
policies up to the amount of life insur- 
ance that can be purchased with an 
annual premium of $2,500. It also ap- 
proved the Warner bill prescribing a 
method for arriving at the admitted 
assets of domestic insurance companies 
and for extension of time in which to 





sell real estate taken in satisfaction of 
foreclosed mortgages. 

The non-medical bill, waiving medical 
examinations on policies up to $5,000, : 
bill taking off the limit of policies that 
may be written on children and on 
amending favorably to the companie 
the law relating to breach of warran- 
ties have all been reported out by th 
senate insurance committee with {avor- 
able recommendations. 


Provident’s Iowa Agents Meet 


A one-day meeting of agents of th 
Provident Mutual Life was held in Des 
Moines, Saturday. 

C. A. Tushingham was the principal 
speaker of the meeting. Mr. Tushing- 
ham, who is educational director, spoke 
on, “Review of Policy Contracts and 
Review of New Year Changes in Con- 
tracts.” Other speakers were A. H 
Pickford, general agent, Des Moines 
Henry C. Hines, Mason City; Carl W 
Metcalf, Des Moines; Robert N. Carsot 
Iowa City; W. H. Matthews, De: 
Moines and David E. Green, Iowa Cit 


Postpone Iowa Meeting 
The Towa agents meeting of the Cen 
tral Life of Iowa, scheduled to be he 
March 29-30, has been postponed be 






The dinner has been arranged 
by the membership committee of the 





cause of the bad condition of Iowa 
roads. The meeting will be held Apr 
12-13. 
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HELD AGENTS OF “OUTLAWS 


Radio Stations or Newspapers Advet 
tising Unlicensed Companies in Okila- 
homa Subject to Penalty 


o7 — 


OKLAHOMA CITY, Marc! 


an opinion rendered to A. L. Roam 
secretary of the Oklahoma _ insurame 
board, P. K. Morrill, assistant attor 
general, ruled that radio stations a 
newspapers in Oklahoma, adverts! 


unlicensed insurance companies and 
vising listeners to send insurance app” 
catioas to the station or to the new 
paper office, are acting as agents for ™™ 
insurance company and are subject ' 
fine of from $100 to $500. . 
The opinion was the result of 2 
quest made by Mr. Roark, in which 
alleged that certain Okahoma statio® 
were broadcasting and newspapers W°* 
printing messages to the effect that ™ 
suraiace policies are for sale by a © 
pany not licensed fo operate ™ ™ 
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state. His letter stated that “the regu- 
lar announcer broadcasts the merits of 
the company’s policy and requests who- 
ever desires insurance to write the 
broadcasting station, giving his name, 
address, age and occupation, with the re- 
quest that the policy be issued. The 
radio broadcasting statioa then forwards 
the necessary information to the insur- 
ance company, which in turn issues the 
policies, mails to the assureds and bills 
them for the premium. The newspaper 
soliciting is carried on in the same maa- 
ner, the newspaper publishing company 
collecting the necessary information 
concerning the names, addresses, ages 
and occupations of the prospects, for- 
warding the iaformation to the insur- 
ance company, which issues the poli- 
cies, billing them for the premiums. In 
some cases we are informed the news- 
papers accept the premiums with the 
applications and transmit same to the 
company. 


COMPANY SHOWS PROGRESS 


American Provident Life of Houston 
Gives Its Insurance in Force 
As $3,750,000 


Two new names are added to the 
directorate of the American Provident 
Life of Houston, Tex. These are 
George F. Howard and J. W. Link, Jr., 
both of Houston. Two changes were 
made in the officers, Rorick Cravens be- 
coming vice-president and Price K. 
Johnson succeeding him as secretary. 
Stockholders voted favorably on a reso- 
lution to reduce the par value of the 
stock to $10 from $100. 

In a statement by the president, it 
was shown that the assets are now 
$256,215. Insurance in force has _ in- 
creased to over $3,750,000. The com- 
pany has been writing business this year 
twice as fast as last year, January and 
February both showing heavy increases 
over corresponding months of 1928. 
Burns E. Durflinger is manager of 
agencies. 

The American Provident Life was or- 
ganized by the general insurance agency 
of Cravens, Dargan & Co., and has its 
home office in the Cravens-Dargan 
building, Houston. 


OKLAHOMA SHOWS INCREASE 


New Business Last Year Exceeds 1927 
Total by $22,826,254—Gain of $80,- 
000,000 in Insurance in Force 


OKLAHOMA CITY, March 21.— 
Commissioner Read has released some 
preliminary figures covering the business 
of legal reserve life companies in Okla- 
homa for 1929. New insurance written 
amounted to $254,564,097, including or- 
dinary, $178,239,146; industrial, $32,743,- 
163; group, $43,581,788. The total writ- 
ten in 1928 exceeding that in 1927 by 
— 54, when the total was $231,- 
fo8 , 
Insurance terminated in 1928 from all 
Causes, including lapsation, maturity or 
death, amounted to $155,665,822, as com- 
Pared with $151, 101,379 in 1927. Ordinary 
insurance terminated in 1928 was $103,- 
“11,165; industrial, $27,494,772; group, 
$24,959,585. 
The total legal reserve life insurance 
wm torce > in Oklahoma at the close of 
ae Was $979,738,911, including ordinary, 
$825,151,364; industrial, $69,799,966; 
group, $84,787,531. The total in force 
at the close of 1927 was $899,322,060, a 
Sain in 1928 of $80,416,8 51. 
e.. ath claims paid in 1928 totaled $6,- 
— compared with $6,004,308 in 
— This was at the rate of $6,392 
or each $100,000 mean insurance in 


oy in 1928, compared with $6,989 for 





wt hile the terminated insurance in 
= shows an increase of $4,564,443 over 
joe » yet the ratio of termina- 
aoe i: oe in force was less 
terminated Eliminating the insurance 
~ ted by death, there remained ter- 

nations by lapse, surrender and ma- 


Jefferson Standard . 
John Hancock Mut.. 


turity amounting to $149,660,644 in 1928 
and $145,097,071 in 1927. Such ter-| 
mination amounted to 16.88 percent of 
mean insurance in force for 1927 and 
15.92 percent in 1928. 





ALABAMA FIGURES MADE UP 


New Business of the Leading Com- a 
Pan-American Life. 
Mutual Life . 
| Protective Life, Ala. 
Life & Ac. 
ent Mutual 


panies as Shown by the Insur- 
ance Department 





The Alabama department has issued 
a preliminary report showing business 
written and business in force of the com- 
panies operating in that state. The 
new business of the Alabama companies 
for 1928 is as follows: American Stand- 
ard Life of Birmingham, $1,216,276; 
Bankers Credit Life of Birmingham, $2,- 
712,705; Fidelity Life of Birmingham, 
$267,500; First National Life of Troy, 
Ala., $65,992; Lincoln Reserve Life of 
Birmingham, $2,601,025; Protective Life, 
$8,285,719. The Southern Life & Health 
of Birmingham showed $8,681,442 in in- 
dustrial and $765,595 in ordinary. The 
Liberty Life of Birmingham showed 
$1,619,400 new business, 

The leading companies, or those writ- 
ing over $500,000 new business are as 
follows: 

ORDINARY 

Ne w Bus. In Force 
Acacia Mutual ..... 5 
OGRE. BAGS ccesnsnce 
Amer. National, Tex. 2 
Amer. Standard, Ala. 
Atlanta Life ...... 
Atlantic Life, Va. .. 
Bankers Credit, Ala. 





Bankers Reserve 4,230,9% 
Canada Life ....... 4, St 
Columbian Mut., Ky. 5,900,871 
Commonw., W. Va 8,984,647 
Conservative ...... 3,100,899 


Equitable, N. Y. 
Franklin Life 





Life & Cas Tenn. 
Lincoln Res., Ala. .. 
Mass. Mutual Life.. 
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Morris Plan ........ 622,300 
Mutual Benefit ..... 
Mutual Life, N. Y. .. 
National Life. & Ac. 2 
National, U. S. A. .. 
National Life, ,; 
England Mut.. 
, York Life 


Reliance Life ...... 
Reserve Loan ...... 
| Se curity Mut., N. Y. 


Southe rn States 
Life, Ind. 

Life ececvsceses 

TRAVOCIOTS cccccesecs 


Volunteer State 


erican National 
American Standard. 
Canada Life ..... 
Equitable Life, N Y. 
Hancock Mut.. 
Metropolitan ....... 
vrotective Life 

. Life & Acci... 
Prudential ...cesees 
Travelers 


American Central 


r Cas. (monthly 

business) . : 530,532 
Ins, Co of Va.. 1,900,211 
Metropolitan Life ..12,441,371 


Ancient Free & Ac- 
cepted Masons ...$ 686,700 








New New 
Business In Force Business In Fores 
Metropolitan ...... 8,258,742 44,969,762 Praetorians . . 2,900,000 307,396 
Missouri State ..... 1,089,502 13,354,744 | Modern Woodmen : 798,000 1,411,500 


39,042,637 


654, 350 Woodmen of World, 8,805,400 
BE ; 573,600 4,793,457 


Woodmen Circle 

The Union Central Relief of Birming- 
ham, a mutual aid society, wrote in 
new business last year of $324,302 in 
its home state. The Union Mutual of 
Mobile wrote $455,130. The Life In- 
surance Company of Alabama of Mont- 
gomery wrote $102,600. 


Mutual, Cal.. 


| ete cere Rogers Is Alamo Director 


The Alamo Life of San Antonio has 
elected Harry H. Rogers as a director. 
He is president of the Central Trust 
Company, director of the City National 
sank, and president of the Milam Build- 
ing Company of San Antonio. He is 
‘ president of the Exchange National 
GROUP Bank of Tulsa, Okla., director of the 
Sinclair Oil Company, chairman of the 
board of the Anchor Life of Oklahoma 
and past president of Rotary Inter- 
national. The Alamo Life has closed its 
fourth year with over $10,000,000 . in 
force, a gain of $2,500,000 over the year 
previous. 


Life & Health 


Comtral .cocs 








7,400 $9,620,000 
5,000 &3,500 
768,000 8,680,000 
d gt} 636,000 
38,400 
000 
7,169 
8,800 
9,700 
2,168 
coesere ,600 


INDUSTRIAL 
.$9,792,749 


EAEO ccccceses 








New Teachers’ Company Chartered 


The charter of the Teachers Legal Re- 
serve Mutual Life & Annuity of Dallas 





Atlanta Life ....... 734,830 ‘ 
Commonwealth, Ky.. 5,006,108 | has been approved by the assistant at- 
See aed ge BE ma tx tt} | torney general of Texas. Incorporators 
Hancor ut 3,848 a ee Bema tehs : 
a. - 10,588,309 | are H. L. Geerner, C. A. Bryant, C. 


\. Nichols, J. W. Madden, Jr., and 
S. Robertson, all of Dallas. 

The company is authorized to transact 
life insurance business on the level 


9 





Life & Acci. ... 7,687,488 f . . 
Mutual Life .. 607,309 682,164 | premium legal reserve plan. 
Prudential ......... 1,981,539 3,8! + 490 
DOUMEMOTR sccccceces 4,084,568 . 
. Life & He alth 8,681,442 Vote to Increase Capital 
. Fid. Na 140,329 





At the stockholders meeting of the 
Union Standard Life o& Dallas it was 
voted to increase the capital and surplus 

from $330,000 to $500,000. An expan- 
| sion program which will carry the com- 


Life & Health 5,161,890 5,651,579 | 
FRATERNAL | 





Life, Ala. .. 1,619,400 








Ever) one a Winner/ 


Almost as many options 
as Babe Ruth Rnocks 
Homers-— 








JUST 
ASK 























George Washington Life Insurance jioa- 7 


CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington, 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 











COLORADO——— ILLINOIS———— INDIANA 


‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 
TENNESSEE———-VIRGINIA——— WASHINGTON———-WEST VIRGINIA———-NEBRASKA 





©O—ARKANSAS——CALIFORNIA— 


0. W. JOHNSON, President 
HIO——-—-OREGON———— PENNSYLVANIA 





KANSAS KENTUCKY——— MICHIGAN MINNESOTA ——MISSOURI 














VNIIOUVD HLUON 


S. W. GOSS, Vice-President 
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pany into several new states was ap-| William Bacon and Eugene DeBogory the conservation work. He has devel-| Dr. F. M. Sisley, pastor of First 
proved. number of officers of the | will continue as president and vice-| oped plans for reinstatement and hold- | Methodist Church of Oakland, and 

Frank W. Bland, Pacific Coast man- 


National Standard Fire of Houston were 
added to the board of directors includ- 
ing J. E. Josey, president, Beaumont; 
George M. Flint, secretary-treasurer, 
Houston; J. E. Josey, Jr., Houston, as- 
sistant treasurer. Others elected to the 
board were Robert Brussard, Houston, 
and Joseph W. Bailey, Jr., Dallas. Mr. 
Josey, Sr., was elected chairman of the 
board and Mr. Brussard, vice-president 
and agency director; Mr. Flint secretary 
and Mr. Josey, Jr., secretary-treasurer. 


« 





president and general counsel. 





Serve on Richmond Committee 


T. Pryor Campbell, general agent at 
Richmond for the National Life of Ver- 
mont and president of the Richmond 
Association of Life Underwriters, has 
been appointed on the new insurance 
committee of the Richmond Chamber of 
Commerce. Another member of the com- 
mittee is J. T. Lawrence, vice-president 
of the Life of Virginia. 
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LOS ANGELES OFFICE OPENED 
Manufacturers Life Transfers J. W. 
Jermyn from Portland, Ore., to 
Take Southern California 





The Manufacturers Life of Canada is 
opening its eleventh branch office in the 
United States, it being under the man- 
agement of J. W. Jermyn of Los An- 
geles. He was formerly a lawyer at 
Saskatoon. He took a rate book in 
March, 1922, and soon demonstrated his 
ability as a salesman. He was made 
inspector at Saskatoon. When a branch 
was opened in Portland, Ore., in 1925, 
he was chosen as manager. 

J. W. Warnicker will succeed Mr. 
Jermyn as manager at Portland. Mr. 
Warnicker has been with the company 
for a number of years. He has been 
inspector of the Pacific Coast branches 
since 1927. Before that he was dis- 
trict manager for Vancouver Island. 





Playlet on Business Insurance 


“Loud & Speaker, radio dealers since 
1854—a story of business static” is the 
name of a playlet written by J. E. 
Drew, vice-president of the American 
Trust Company of San Francisco. The 
sketch, which is designed to show the 
necessity for partnership insurance, had 
its premiere March 13 when it was pre- 
sented as a part of the educational series 
being conducted by the trust company 
for its staff. 

The first two acts of the sketch are 
devoted to the efforts of the insurance 
agent to place insurance on the lives of 
the partners, with the dire results fol- 
lowing his inability to convince them. 
The next two acts show a striking con- 
trast with the partnership fully pro- 
tected. 


Cadigan in San Francisco 


John W. Cadigan, superintendent of 
agents for the New World Life, is 
spending some time in San Francisco on 
agency matters. 


Aetna’s Coast Conference 


The regional conference of the Pacific 
Coast agencies of the Aetna Life, in- 
cluding El Paso, Tex., and Pacific 
northwest, will be held at Del Monte 
Aug. 8-10. 


Oregon Requirement for Surplus 


A bill has been passed by the Oregon 
legislature which amends the present 
law relative to the maintaining of a sur- 
plus by life companies wishing to enter 
the state. Formerly companies having 
$1,000,000 assets might enter the state 
without maintaining any surplus or at 
least without showing any. Under this 
law they must show that they have a 
surplus of at least $300,000. 


New Company Changes Name 


The name of the Federal Reserve Life, 
recently organized in Oklahoma City, 
has been changed to the Transconti- 
nental Life, according to George A. 
Henshaw, president. The change 
imperative due to a federal law 
hibiting the words “federal” and 


serve” from being used for such pur- 


poses. 





COMPANY IS GOING STRONG 





California State Life Has Taken Many 
Steps Forward in Increasing 
Its Field Service 





By FRANK W. BLAND 


SACRAMENTO, CAL., March 21.— 
The California State Life of this city 
has taken advance steps in the inaugu- 
ration of an up to date advertising cam- 
paign. It established a publicity and 
field service bureau in charge of Fred- 
erick Faulkner as superintendent. He 
has had 25 years experience in news- 
paper work. At one time he was editor 
of the Oakland, Cal., “Tribune.” Prior 
to his coming to the California State 
Life two years ago, he was editor of the 
Sacramento “Union.” This department 
has accomplished much under Mr. 
Faulkner’s direction in preparing sales 
talks and in making an individual pres- 
entation and analysis of large and diffi- 
cult cases. He ‘has prepared a form of 
analysis which is accurate and expert. 


Booklet on Business Insurance 


Mr. Faulkner in collaboration with 
J. Vivian Hart of the home office agency 
recently wrote a booklet on “Business 
Insurance” in which has been featured 
the direct proposal of a trustee in cases 
of insurance for a co-partnership to en- 
able the survivor to take over the un- 
divided interest of the decedent partner. 
It lodges with the trustee all necessary 
instruments, including absolute convey- 
ance of real property to pass title im- 
mediately upon the death of one partner. 
This agreement has the approval of 
many banks and trust companies of this 





state. It has brought much favorable 
comment from life insurance men. It 
handles the community property interest ; 
peculiar to this state in a very effective 
way. It saves a co-partnership from 
probate proceedings. 

Mr. Faulkner has edited and prepared 
a correspondence course for field men. 
It comprises 20 lessons. Announcement 
of this work will be made in the near 
future. 





1 


Growth of the Company | 


The California State Life now has | 
$101,000,000 insurance in force. It owns | 
its own ‘home office building, the largest | 
one of its kind in Sacramento. It uses 
five floors for its own needs. The Cali- ! 
fornia, Utah and Idaho departments are 
now making an examination of the com- 
pany. Last year was the best in its his- 
tory. The California State Life now | 
operates in California, Arizona, Nevada, | 
Oregon, Utah, Idaho, Wyoming, Okla- 
homa and Texas. Last year it acquired 
the Inter-Mountain Life which added ! 
$22,000,000 insurance. J. Roy Kruse, 
president since 1925, is one of the young- 
est chief executives in the country. He 
has done much to systematize the home 
office work and make it effective. 

James L. Collins, formerly vice-presi- 
dent of the New World Life, and prior 
to that associated with the Pacific Mu- 
tual Life in its agency department, has 
taken his seat as superintendent of 
agencies of the California State and has 
mapped out an aggressive campaign for 
this year. 

Benton Maret, agency director, in ad- 


‘ suit 





dition to his other duties, has charge of 


ing business that are very efficient. 
Bottorff, former city manager 

of Sacramento, who early this year was 
made comptroller of the California State 
Life in charge of personnel and man- 
agement of the home office building, has 
had a long experience in administrative 
affairs. He has relieved President Kruse 
oi considerable responsibility in looking 
after operating details. 

R. N. Griswold, former actuary of the 
Inter-Mountain Life, is now assistant 
actuary of the California State. 





Celebrates Long Service 


Celebrating his 31st anniversary with 
the Prudential, J. L. Scott, superin- 
tendent of the Oakland No. 1 district 
entertained his agents and their wives at 
a dinner last week. A feature of the 
dinner was the presentation by Mr. Scott 
of a diamond studded locket to Ernest 
H. Hockett in recognition of 20 years 
of service. 

In addition to the agents and their 
wives, superintendents of the other in- 
dustrial Bay District offices were also 
guests, including George D. Reid, L. 
L. McKenzie and A. W. Clevinger of 
San Francisco, R. J. Jones of San Jose 
and Mark Larner of Oakland No. 2. 





ager of THe NATIONAL UNDERWRITER, 
were the principal speakers at the dinner, 





Bills Show Progress 


Progress is being shown by the thliree 
senate bills sponsored by the Colorado 
Association of Life Underwriters, ac- 
cording to J. Stanley Edwards, chairman 
of the legislative committee. 

Senate bill 229, concerning rights of 
creditors and beneficiaries under life in- 
surance policies, has passed the senate 
on second reading. 

Senate bill 230, liberalizing age limit 
for insurance on lives of minors, has 
passed the senate on first reading, and 
Senate bill 231, enabling cities, towns, 
school districts and other political sub- 
divisions to insure their employes under 
group insurance, has passed the senate 
on third reading. 





Dr. Jaudon on Coast Trip 


Dr. B. Y. Jaudon, medical director oj 
the Missouri State Life, is spending some 
time on the Pacific Coast in connection 
with rated and border-line cases. After 
spending about a week in San Fran- 
cisco Dr. Jaudon left for the Pacific 
northwest. 





| IN THE ACCID 


ENT AND HEALTH FIELD | 








“READJUSTMENTS” ITS THEME 





Program for Health and Accident Con- 
ference Meeting Will Be Built 
Around That Central Topic 





“Readjustments” has been selected as 
the central theme for the annual meet- 
ing of the Health & Accident Under- 
writers’ Conference, which will be held 
in Chicago, June 4-6. Never in recent 
years have so many radical changes, 
new developments, adjustments and 
readjustments taken place in the acci- 
dent and health business as in the past 
12 months. The program for this meet- 
ing will consist almost entirely of ad- 
dresses and discussions concerning such 
topics as the “flu,” premium increases, 
classificational changes, waiting periods, 
restriction of lifetime indemnity, special 
policies, the automobile factor, accidental 
death costs, new policies, new coverages, 
as to how they have affected the acci- 
dent and health business and what 
should be done about them. 

It is probable that the same arrange- 
ment will be made as for the meeting 
at Chicago last fall, under which the 
first day will be devoted entirely to rec- 
reational activities, with a meeting of 
the executive committee in the evening. 
Tentative plans call for a full program 
on the other two days, with two busi- 
ness sessions scheduled for each day. 





Mutual Benefit Wins Oregon Fight 

SALEM, ORF., March 20.—The state 
supreme court held for the plaintiff in a 
brought by the Mutual Benefit 
Health & Accident of Omaha to enjoin 
the insurance commissioner from can- 
celling its license in Oregon. 

“There is but one question Involved 
in this case,” stated Justice McBride in 
his opinion. “That is whether a mutual 
organization legally in Nebraska may, 
upon compliance wich the procedural 
matters required by the Oregon insur- 


ance laws, carry on the business of 
health and accident insurance in this 
state. 


“There is no question that the com- 
pany has complied with the Oregon laws. 
The court is of the opinion that it can 
be licensed in this state.” 





Gebhardt With Northwestern 


SEATTLE, WASH., March 20.—H. A. 
Gebhardt, formerly manager of the accli- 
dent and health department of Com- 
mercial Casualty at Portland, Ore., has 
been appointed assistant to President 
T. C. Brownlee of the Northwestern Life 
& Accident of Seattle, and will make his 
headquarters in Seattle. 





DEFERRED PAYMENT PLAN 





W. M. Chittenden & Co. of Cincinnati 
Have Closed a Contract with Fed- 
eral Life of Chicago 





W. M. Chittenden & Co., Chamber 
of Commerce building, Cincinnati, who 
specialize on deferred payment insur- 
ance, announce that they have signed a 
contract with the Federal Life of Chi- 
cago to handle their form of deferred 
payment in all states in which the com- 
pany is licensed. The Chittenden firm 
has a contract with the Inter-Southern 
Life, so that it is in a position now to 
serve clients, guaranteeing 24-hour serv- 
ice in any place west of New York. The 
firm has opened a branch office in the 
Iowa National Bank building at Des 
Moines in charge of Don Waller. The 
Dunbar-McCord Company of Omaha has 
been appointed state agent for Nebraska 
and South Dakota. 

Under this plan the insurance con 
panies agree to continue the deferred 
payments in case an assured is disabled 
and unable to carry on his duties. 





NORTH AMERICAN 
ACCIDENT RALLY 





The Pacific Coast agencies of the 
North American Accident held a cot 
vention last week at Los Angeles, The 
home office was represented by Vict 
President A. E. Forrest, who was the 
banquet speaker; G. F. Manzelmann, st 
perintendent of agents, and A. E. For 
rest, Jr.. Mr. Manzelmann’s assistat! 
The company has 160 people employe! 
at its home office in Chicago. Mt 
Manzelmann presided at the busines 
sessions and acted as toastmaster ® 
the banquet. _. a 

The North American Accident is * 
years old and has 3,500 agents. Th 
grand prize for the general agent qual 
fying the largest number of agents for 
the convention went to G. C. Fulles 
manager at Seattle, who had 11 agen! 
present. For business produced tt 
first prize went to T. J. Barton of & 
attle, the second to W. H. Crawford ¢ 
San Bernardino, the third to C. | 
Sorenson of Portland and the fourth * 
F. B. Sweeney of Medford, Ore. Gues* 
in attendance were D. M. Snyder, m4 
ager Auburn, N. Y.; Jack Luther, 
ager at Denver, and Lisle Smith, ™* 
ager at Salt Lake City. Among 
speakers were H. A. Luther, Paci” 
Coast manager; J. L. Dunscomb, © 
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manager; G, C. Fuller, Seattle manager; 
J. H. Bryant, Portland manager; i 
W. Hand, district agent at Corvallis, 
Ore. 


National Casualty Changes 


DETROIT, March 20.—The National 
Casualty announces two office changes 
in the accident and health department 
this week. R. M. Rowland, who had 
been agency supervisor for eight years, 
becomes manager of the Detroit agency, 
while his former assistant, John P. 
Collins, who had been in charge of the 
group department, becomes agency su- 
pervisor. 


Not a Public Conveyance 


OLYMPIA, WASH., March 20.—Ruling 
that a for-hire car does not come under 
the public conveyance clause, Judge Wil- 
son cut in half the insurance claim of R. 
H. Pettingill, beneficiary of Andy Hodak, 
killed near Rainier while riding in a 
for-hire car. Hodak’s insurance policy 
provided for double indemnity in event 
of death in a public conveyance. 





Discuss State Insurance in Canada 


OTTAWA, March 20.—The need of pre- 
ventive medicine in Canada, and the im- 
mense value in saving of lives and of 
time to industry were a system of gen- 
eral hygienic education adopted, was 
stressed by Dr. A. Grant Fleming, direc- 
tor of public health at McGill University, 
when he spoke to the industrial and in- 
ternational relations committee of the 
house of commons. 

Before any system of health insurance 
sadopted by all Canada, a complete and 
extensive survey of conditions in the 





REINSTATEMENT OVERRULED 


Michigan Supreme Court Holds That 
Beneficiary Cannot Collect on 
Fraternal Policy 





LANSING, March 21.—An attempt 
of a beneficiary to collect on a fraternal 
insurance policy which she had herself 
reinstated after the disappearance of the 
assured was balked by the Michigan 
supreme court in the case of Susan 
Marie Ferris vs. American Insurance 
Union. 

Review of the lower court trial, in 
which a judgment was given Mrs. 
Ferris against the carrier, brought out 
the fact that she had evidently forged 
the name of her missing husband to a 
petition for reinstatement. After she 
had paid the premiums or dues for the 
necessary seven years after his disap- 
pearance, she ‘brought suit alleging 
that the assured was legally dead. The 
high court, aside from citing the appa- 
tent fraud connected with the reinstate- 
ment, pointed out the provision of the 
iraternal benefit society that missing 
Persons forfeited their membership in 
the organization after a year. The Ohio 
and Michigan laws permitting such a 
Provision were cited as similar and 
therefore binding in the instant case. 
The Judgment of the lower court was 
retrial overturned without privilege of 
retrial. 





Court Vindicates W. O. W. Officials 
Complete vindication from all charges 
ft fraud made by W. B. Price and other 
members of the Woodmen of the World 
— given to W. A. Fraser, sovereign 
commander, Secretary Yates and Attor- 
“ey Bradshaw in the action brought at 
ptcoln, Neb., to remove them from office 
- anuse they sold the headquarters 
widing at Omaha for much less than it 
8 Worth, and also to have the transac- 
bela = Sale set aside. Judge Hastings 
of § the evidence showed that the price 

1,600,000 secured for the building was 


* fair price and that full authority had 
..-2 Stanted the officers by the associa- 
~~ to make such disposition of the 
*Toperty. Notice of appeal to the su- 


Preme court was filed by Mr. Price. 





New Oregon Fraternal Laws 


| The supreme court decided that Riser 


Dominion to ascertain the need for medi- 
cal service would have to be undertaken, 
said Dr. Fleming. The principle of na- 
tional health insurance is sound, he 
added, but he indicated the need of care- 
ful organization of combative forces for 
preventing disease. 

Health insurance, he felt, offers a solu- 
tion to the great national problem of 
disease, but it should be compulsory, and 
would ultimately pay for itself. 





Horse Not a “Vehicle” 


DES MOINES, March 20—The Iowa 
supreme court last week held that T. B. 
Riser could not be considered to have 
been riding in a vehicle when he was 
riding on a horse. 

Suit was brought by Mrs. 
against the Federal 
county. The lower court upheld her 
claim for $2,000 under a policy which 
covered injuries by being thrown from 
a vehicle, after evidence had been given 
to show that T. B. Riser was killed Aug. 
3, 1926, by being thrown from a horse. 
Mrs. Riser contended that the horse with 
bridle and saddle constituted a vehicle 


Earl Riser 
Life in Grundy 





was not in a vehicle and reversed the 


decision, 


Seattle Managers Association 


SEATTLE, WASH., March 20.—The 
Seattle Health & Accident Managers 





Association at its March meeting was 
addressed by Robert M. Bashee of the 
Aetna Life on “Watching the Trend of 


1928.” W. Dwight Mead of the Pacific 
Mutual, president of the association, 
opened the discussion on health and 


accident claims. 
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i NEWS OF ‘THE F RATERNALS — : | 





bp mate bill 129, which has been passed 
he Oregon legislature, provides that 


every body which is 100 percent solvent 


and maintains a reserve equal to above 
the American Experience table or Na- 
tional Fraternal Congress table may 


Place all funds other than reserve main- 
tained on this table in a general fund, 
and further provides that they may pay 
out of this fund all benefit claims and 
such other general expenses as they may 
incur. 

Senate bill 106 also passed authorizes 
fraternals to allow an assured to name 
as a beneficiary any one he wishes, in- 
cluding a trust company. The intent of 
this bill apparently is to allow the fra- 
ternals to enter the field of life insur- 
ance trusts. 

Senate bill 10 makes it mandatory that 
a life insurance policy issued by a fra- 
ternal shall be incontestable after two 
years, 





NEWS OF LIFE POLICIES | 


New Policies, Premium Rates, Dividends, Surrender \} 
Values and all Changes in Policy Literature, Rate | 
Books, etc. Supplementing the “Unique Manual- 
Digest,” published annually in May at $4.00 and the | 
“Little Gem” published annually in April at $2.00. | 





FIDELITY MUTUAL CHANGES 





Announcements Made by the Company 
on Two Important Points of 
Underwriting Practice 


The Fidelity Mutual Life states that 
announcements are being made concern- 
ing two important rulings affecting the 
conduct of its business. The first re- 
lates to the minimum amount of policies 
which may be issued under any plan. 
The company says: 

“More than 13 percent of all the poli- 
cies applied for in 1928 in amounts less 
than $1,000 were rejected. This in it- 
self indicates the poor quality of this 
business, which for the most part is of 
an industrial type, and should not be 
submitted on an ordinary basis. The 
ruling, effective April 1, will be that ap- 
plications for less than $1,000 will not 
be considered. 

“The second ruling will fix the mini- 
mum payment at not less than $10, 
whether on account of a premium or of 
a note. The funds out of which collec- 
tion costs must be met are based on 
the per thousand of insurance, irre- 
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Efficient Claims 
~ Service 
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Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE, 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 
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Ihe above information will be treated in confidence, and will bring you information as 


to whether the territory is open and full particulars about the General Agency opportunities 
with this Company. 


A. L. Key, President J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Chattanooga, Tennessee 
Faithfully Serving Insurers Since 1903 


Operating in Alabama, Arkansas, Florida, Georgia, Lowisiana, Mississippi 


North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. BNU 








General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE ' 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 Surplus, $500,000 
Contingent Reserve, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. Mgr. 





E. D. SEIP, 
President 








Eureka-Maryland Assurance Co. 
OF BALTIMORE, MD. 
Incorporated Under the Laws of Maryland, 1882 
WE ISSUE 
STANDARD ORDINARY AND INDUSTRIAL POLICIES 


J. N. WARFIELD, P: 


resident A. W. MEARS, Secretary 
J. BARRY MAHOOL, Vice-President DR. EDWARD NOVAK, Medical Director 














The Life Insurance Company of Virginia 
I871I 58 Years of Existence 1929 


JOHN G. WALKER BRADFORD H. WALKER 
Chairman of the Board President 


Richmond, Virginia 














spective of the premium paying method, 








SPECIALISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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26 
but the cost of collection is on the unit 
basis, irrespective of how much is in- 
volved. It is therefore obvious that it 
costs no more to collect the annual pre- 
mium on a large contract than the quar- 
terly premium on a $1,000 contract. 
Collections of amounts less than $10 
involve an excessive cost. 

“There are on the books a large num- 
ber of $1,000 policies on which premi- 
ums are payable quarterly in amounts 
of even less than $5. The company 
feels that this high expense ratio is un- 
justified. The ruling effective April 1 

. 
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will therefore be that no policy will be 
issued providing for the payment of 
premiums on the semi-annual, quarterly 
or monthly basis when such premiums 
amount to less than $10. Nor will any 
payment on account of a note under an 
individual policy be accepted for less 
than $10.” 


Central States Life 
The Central States Life of Si. Louis 
nas brought cut a new policy, the stand- 
ard protection. It is participating and 
designed to meet competition on low net 
cost policies. 
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CONSERVATIVE LIFE ACTIVE 


Company Announces Its Leaders for 
the Year in Various Aspects 
of Service 


The Conservative Life of South Bend, 
Ind., announces the leaders for the year 
up to date: 

In joint results, Superintendent Frank 
Rembiesa, Indiana Harbor, Ind., and 
Agent Daniel Jadron of Gary No. 2. 

Net placed ordinary: Suvnerintendent 
Frank Rembiesa, Indiana Harbor; Agent 
Michael Matea, Indiana Harbor; 

Ordinary increase: Superintendent 
Frank, Rembiesa, Indiana Harbor; Agent 
Michael Matea, Indiana Harbor. 

Monthly premium increase: Superin- 
tendent Frank Rembiesa, Indiana Har- 
bor; Agent Omer Summers, Fort Wayne. 

Collection percent: Sunerintendent 
T. C. Swaisgood, Muncie; Agent David 
Darvas, Gary No. 1. 


Arrears percent: Superintendent D. W. 


Vandyke, Gary No. 1; Wm. Bobrowski, 
Gary No. 2, and Frank Rembiesa, In- 


diana Harbor, tied. Agents Louis Balogh, 
South Bend No. 1; Cornelius Szakatits, 
South Bend No. 1; Daniel Jadron, Gary 
No. 2; Alex Czajkowski, Indiana Harbor, 
and Walter Wanzak, Detroit. 

Advance payments: H. O. Johnson, 
home office; Agent Daniel Jadron, Gary 
No. 2. 

Percentage of lapse: 
South Bend No. 2. 

The Conservative 


Martinus Vink, 


Life announces an 
increase in pay to all straight canvass 
agents, as well as all agents whose 
debits are less than $250. Under the new 
schedule any man starting in the busi- 
ness, even though he does not get any 
debit, cannot possibly make less than 
$25 per week. 

President J. M. Stephenson of the Con- 
servative is spending the winter at 
Miami Beach, Fla. Before leaving South 
Bend he inaugurated a surprise party 
on Vice-President Burkart, whose birth- 
day occurred Feb, 28. Mr. Stephenson 
sent letters to all of the field force, giv- 
ing a personal bonus to both superin- 
tendents and agents in both the monthly 
premium and ordinary departments. 
From Miami Beach he conducted a cam- 
paign, both by letter and telegram, ap- 
prising the men of their progress during 
the month. 

As a result of it, the company, for 
February, 1929, exceeded its gross issue 
over February, 1928, by 66 percent and 
the net increase in insurance in force 
exceeded February, 1928, by 127 percent. 


Western & Southern News 


R. Birch has been promoted from as- 
sistant superintendent at Detroit North 
to superintendent of the Royal Oak, 
Mich., district of the Western & South- 
ern Life. The following men have been 
promoted from agents to assistant su- 
perintendents: W. J. Fagan, Rochester, 
Pa.; A. F. Sherlock, Chicago-Englewood; 
R. Story, Cincinnati West; N. F. Gauss, 
Saginaw, Mich.; O. Bruhl, Toledo North, 
and E. Abel, Cleveland-Edgewater. 

The St. Lotis belt of six district offices 
of the Western & Southern held a ban- 
quet attended by all of the St. Louis 
superintendents, including W. H. Sand- 
weg, F. B. Headington, H. S. Gesbeck, J. 
Cc. Willis, G. H. Hampton, G. J. Binz and 
F. H. Fox, with their entire staffs. The 
home office was represented by H. T. 
Head, director of agencies, and Tom 
Jenkins, superintendent of agencies, 
Division D. 


News of the Prudential 


Business associates and civic leaders 
joined on March 19 in observing the 
$5th anniversary of Albert I. Schulte, 





superintendent of the South Orange dis- 
trict of the Prudential, as a field repre- 
sentative of that organization. 
Representing the Prudential’s home 
office were George W. Munsick, vice- 
president; R. H. Bradley, treasurer; 
George H. Chace, assistant secretary; 
B. L. Worthington, supervisor; F. A. 
Mansfield, manager Division M, in which 
South Orange is located, and Victor 
Barber, assistant manager Division M. 
Superintendent Schulte has been a 
Prudential man since March 19, 1894, 
when he was employed as a clerk in the 
Newark No. 1 district. He later was 





made an assistant superintendent, serv- 
ing in that capacity in Newark and in 


Irvington. His promotion to the super- 
intendency of South Orange was made 
Dec. 7, 1925. 


Lionel Belanger, who was appointed as 
an agent in the Three Rivers, Que., dis- 
trict on July 2, 1928, has been promoted 
to assistant superintendent. 

Announcement is made of the promo- 
tionof Special Assistant Superintendent 
August G. Kolb of the Prudential to be 
superintendent of the New York No. 10 
district after a successful career as spe- 
cial assistant in that district. He suc- 
ceeds James Baker, who will take charge 
of the New York No. 17 district. 

Division B announces the promotion 
of Agents Ernest G. Prowse and Harold 
J. McCormack, of the Maspeth, L. L, dis- 
trict, to be assistant superintendents. 
Mr. Prowse is transferred to the new dis- 
trict at Woodside and Mr. McCormack 





O’Grady Returns to Chicago 


Charles M. O’Grady, Aurora, IIL, mana- 
ger for the John Hancock Mutual Life, 
has been transferred to the north side 
territory in Chicago. Mr. O’Grady has 
been with the company 20 years, having 
spent the entire time in the Chicago 
district until three years ago, when he 
was made superintendent and trans- 
ferred to Aurora. Henry F. Brunner, 
New Britain, Conn., succeeds him as 
branch manager in charge of the 
Aurora, Joliet and Elgin offices. 
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TOPEKA MEETING SUCCESSFUL | 





Rockwell, Deichman and Teachenor 
Among Headliners at Associations’ 
Joint Sales Congress 


The annual sales congress of Kansas 
life underwriters held in Topeka was | 
the most successful in every respect that 
the associations have ever held. Next 
year’s congress was awarded to the | 
Hutchinson association. The congress | 
was held under the auspices of the life un- 
derwriters associations of Topeka, Wich- | 
ita, Manhattan, Salina and Hutchinson. | 
W. H. Luellen, president of the Topeka | 
association, and Pendleton Miller, for- | 
mer president, were the presiding of- | 

| 
| 
| 
| 
| 
' 


ficers. 

Charles L. Scott, general agent for 
the Massachusetts Mutual at Kansas 
City, director of the American College 
of Life Underwriters, and former vice- 
president of the National association, 
pointed out the need for education of 
life insurance men, in the ordinary | 
school courses and more particularly in | 
the fundamentals of life insurance itself. 
Fred Deichman of the Equitable Life 
of New York general agency at Kansas | 
City told how ‘the was able to write | 
$1,000,000 of new business a_ year. 
Charles J. Rockwell, editor of the “In- 
surance Salesman,” explained the best 
methods of obtaining prospects that he 
had collected in the years he has been 
in the business. Carroll C. Day, gen- 
eral agent for the Pacific Mutual at 
Oklahoma City: Walter W. Winne, gen- 
eral agent for the Connecticut Mutual in 
Denver, and Dix Teachenor, general 
agent for the Kansas Life at Kansas 
City, Mo., were other speakers on the 
program. 

At the evening session the life in- 
surance men were given an inspirational 
talk by Dr. F. D. Farrell. president of 
the Kansas Agricultural College, in his 
discussion of a layman’s view of life 
insurance. He pointed out the funda- 
mental theories of life insurance which 
the agents should use in talking with 
prospects the first time. 


* * * 





Iilinois—C. H. DeLong, Champaign, 
president of the Illinois association; Sec- 
retary Clinton Criswell, Chicago, ana 
talnh C. Lowes, Peoria, vice-president 
conferred with local committees in Bloom- 
ington last week upon plans for the state 
convention which will be held here the 
third week in May. Dr. Huebner will be 
one of the principal speakers at the 
gathering, which is expected to attract | 
500 life underwriters. | 


MUST MEET BUYERS’ NEEDS 


Dr. C. J. Rockwell Stresses Need for 
More Education in Address Before 
Lincoln Association 


LINCOLN, NEB., March 21.—The 
fact that life insurance is riding on the 
crest of the wave of its great popularity, 
Dr. C. J. Rockwell told more than 200 
life underwriters at a special meeting 
of the local association, does not help 
the individual agent with the prospect 
who confesses the truth of this situa- 
tion but does not himself buy a policy. 
This stresses the need on the part of 
the agent for a wider education in gen- 
eral business as well as in life insur- 
ance than ever before. Education, he 
said, is what a man remembers after 
he has forgotten what he has learned. 

Men are interested in three things 
only, their families, their business and 
themselves, and the agent who first 
finds out which and plans accordingly 
will sell the most insurance. He should 
not attempt to sell insurance as a need. 
People buy what they want, not what 
they need, and they will buy insurance 
that they need when they are shown that 
it will enable them to do what they 
want to do. This calls for two quali- 
ties on the part of the agent, educational 
and executive—to know how to use 
what he has to offer and then to induce 
the buyer to do something about it 
now. 

No man pays a premium without a 
feeling of sacrificing something, that it 
is a deduction from his spendable in- 
come, and a premium amount is stressed 
in buying it accentuates the natural 
desire to minimize his sacrifice. The 
average buyer seldom has more than 
$200 at any one time, and stressing the 
size of the policy offered is a mistake, 
because he measures the size of it by 
the amounts of money with which he is 
familiar. Wants are the great motive 
power in salesmanship, and the success- 
ful man is he who hitches behind that 
locomotive the needs of the buyer. 

Most agents cause prospects to view 
all situations in terms of premature 
death, forgetting that as many men live 
too long in the sense of outlasting the 
provisions for their existence as die 
too soon. Making life insurance provide 
for old age has had too little develop- 
ment, and what has been done has been 
sporadic effort. “Talk life insurance as 


an aid to the fulfillment of a man’s plans 
and ambitions,” he said, “and when you 





find out what he wants you can meet 
all competition.” 
* *k * 

Battle Creek, Mich.—Strengthening of 
the link between trust companies and 
life insurance carriers and agents was 
urged in an address by Harold B. Allen, 
trust officer of the First National Bank 
of Kalamazoo, before the Battle Creek 
association last week. After outlining 
the ways in which these institutions 
may effectively work together, Mr. Allen 
pointed out the possibilities of trust 
company service in the administration 
of the modest insurance estate as wel! 
as in the case of the larger holders of 
lifé coverage. It was announced that 
Warren Johnson of the Prudential agency 
at Detroit will address the association 
April 12. This month’s program was in 
charge of Secretary R. L. Jackling. 

* * * 

Fort Dodge, Ia.—The Fort Dodge as- 
sociation had a luncheon Saturday. A 
general discussion was held, with A. L 
Crouch leading, relative to the amend. 
ment of Secfion 97 and other articles of 
the New York insurance laws in refer- 
ence to limits of expense for writing new 
business, 

* * * 

Duluth, Minn.—Following the custom 
begun last year, members of the Duluth 
association were guests of the Duluth 
trust officers at a banquet Monday even- 
ing. Milton L. Woodward, general agent 
of the Northwestern Mutual Life at De- 
troit, was the principal speaker. He 
took for his subject, “What the Modern 
Trust Company Means to the Life Under. 
writers of Today.” The gathering was 
a representative one, with more than 125 
insurance men and trust officers in at- 
tendance. 

* * * 

Peoria, 11—At the March meeting of 

the Peoria association there were in at- 


tendance about 100 of the members 
guests and their wives. 

Ralph C. Lowes, Jr., of the Lincoln 
National Life introducea the _ speaker, 
Verlin J. Harrold, superintendent of 
agents of the Lincoln Life, who spoke 
on “Building Business.” Mr. Harrold 


divided his talk into three parts: “Know- 
ing Your Business,” “Making Plans” and 
“Carrying Out Your Plans.” 

* * * 

Buffalo, N. ¥.—Nearly 200 members of 
the Buffalo association attended its lunch- 
eon at which Darby A. Day, general 
agent of the Union Central Life in Chi- 
cago, spoke on “Understanding Life In- 
surance.” He declared that all approved 
life insurance is written to give advan- 
tages to the policyholders and that this 
is a point to be stressed in selling it 
Ten new members were elected. 


* * x 

Colorado—The Colorado association 
has two loving cups, which are offered 
to the agent members, who secure the 
largest number of paid applications m 
the year and also the largest volume of 
business. It must be personally solicited 
business exclusive of term insurance 
This year James Paul Treat of the New 
York Life won one cup on the largest 
volume of paid business and Dayton 
Adams of the New York Life won the 
other cup for the the largest number 
paid applications. This is the second 
time that Dayton Adams has won it om 


applications. If he wins once more it 
succession, he will receive it as a per 
manent gift. It is not often that this 


honor is won by two men from the same 
company. 


* ok x 
North Texas—-W. E. Talbot of the 


Southland Life delivered one of thé 
scheduled educational lectures  beint 
sponsored by the North Texas associa 





tion. His subject was “Life Insurance 
as an Investment.” Paxton Matthews 
also spoke on “Life Insurance for the 
Map of Moderate Means.” 

*x* * * 

Sioux City, In.—‘“‘Rockwell Day” ! 
Sioux City last week was a gratifying 
success, especially to the Sioux City 4 
sociation, which promoted it. The %& 
tendance from Lincoln, Omaha, Si 


Falls and smaller towns brought th 
registration to 125. 

President D. J. Connolly kept : 
gram on time. Dr. Charles J. Rockwel 
insurance educator, appeared at his best 
and his four regular appearances on the 
program were high spots, furnishin€é 
both information and inspiration to the 
agents present. W. M. McKercher, 8@” 
eral agent of the Northwestern Mutu’ 
in Sioux City, spoke on “Early Days © 
Life Insurance,” in the place of Attornd 
T. F. Griffin, who was unable to atten 
Other speakers were President Connolls 
H. O. Wilhelm of Omaha and T. B. Hut 
ton, the first president of the Sioux Cl! 
association. 
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Kibrick Goes to Brockton, Said to Be 
Overrun with Life Agents, and Knowing 


No One, Becomes Large Producer 


was $20,000 of new business available in 
the city for all the agents combined. 
Mr. Kibrick very shortly had added two 
ciphers to that figure in reporting his 
annual business. In one year he wrote 


HARTFORD, March 21. “From 
Scratch to Five Million” was the subject 
taken by I. S. Kibrick of Brockton, 
Mass., in his talk at Connecticut Insur- 
ance Day here last week, and it summed 
up both his subject matter and his ac- 
complishments. It is, in fact, short 
measure on the latter, for Mr. Kibrick 
has created a total of insurance in force 
of his own writing of considerably over 
that amount, even though confining his 
operations to the “Main Street” of 
Brockton and having an average policy 
of only $10,000. And he told the Con- 
necticut life underwriters how he had 
made himself the leading agent in his 
community, from “scratch,” knowing no 
one in the city when he started. 


alinen less than $1,000,000. Last year 
his total of new business was 
$1,500,000. And this huge total has been 
accompanied by large totals in the item 
of number of policies written, so that 
they are not made up of a few large 
cases. He writes many policies as low 
as $500 to $2,000. In an analysis of last 
year’s business, he showed that he had 
written 161 cases for the $1,500,000 total, 
giving an average of only $9,000. 





Prospecting Basis of 
Entire Selling Program 


Policy Not Large . ' , 
anes s Prospecting was given by him as the 


basic item in his entire program. He 
said it is the basis of the life insurance 
not know anyone in the city and he was | business. An agent may know exactly 
told that the city was already overrun | what to say and how to close a sale and 
with agents. One of his new fellow- | all the other details of sales technique, | 
townsmen said that he doubted if there ' but if he does not know whom to see, 


FIRST IN ILLINOIS 


Mr. Kibrick went to Brockton to go 
into the life insurance business. He did 


























Of all the Illinois legal reserve coggrve comeenina, Be CHICAGO NATIONAL LIFE wrote 
more new business in its Home State = De Gap oe poy fy 
wo with the companies their new business in 
Rank Name of Company Wrins'Dackeccs Yon, Years Wee 1977 
1 CHICAGO NATIONAL LIFE ...... 1922 6 $18,072,785 
2 National Life, U. S. A................ 1868 60 16,958,234 
3 Federal Life’ 9860666046006080060000608 1900 28 16,112,974 
zz « Feenenepespogeee lies 1893 35 14,008,871 
5 Continental Assurance ............... 1911 17 13,722, 
ne . censandwonns ‘ 1908 20 10,546,510 
7 Life & Casualty Co. .... Ren -. 1926 2 10,183,295 
8 Franklin Life ...... game Jelewiong eke re 44 7,109,361 
8 Mutual Trust Life ...... i cite teenie 1905 23 6,917,766 
10 DT dctetssiekensnonnas 1907 21 6,114,465 
11 Old Colony Life .......... pioenians 1907 21 4,832,812 
12 ER 1907 21 3,517,400 
18 Abraham Lincoln Life ............... 1920 8 433, 
14 ©Central Life of Ill............. ceiennn Se 21 3,410,727 
15 Peoples -_* A Dh cccugapianseacusen . ae 20 3,306,482 
16 Mississip ict lash latte arin ah ° . 1927 1 2,580,732 
17 Cosmo A 7 eae SORT TS - 1927 1 2,395,000 
18 } meme Ay EE hinecess ciate ae 4 2,298,017 
18 Twentieth Century Life ..... ocehens. ae 1 2,277,7 
20 A RR 1910 18 2,206,947 
| 2 6S i 26s pcceseaakadae -. 1924 4 2,107,839 
22 gton Fidelity ..... eter e cca on 2 1,656,273 
% Liberty Life ......... SE GLE LPO 1921 7 1,499,525 
en... coccccecesodenes 1927 1 1,017,654 
25 Northwestern Union ........... a 5 603 
In other words, the CHICAGO NATIONAL LIFE made a bet record 
in Illinois in in its sixth year than was made by any other company, the 
majority of whom are P two te ten times older than it és. 
The erence thus shown for the CaaS NATIONAL LIFE by ina 
poilon to know ie beat te an ed that should appeal to agents. terri- 
tory for General Agents in [linots, I: Iowa, » Missouri 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’l Manager 
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| 
| 





2,000,000 and since 1922 he has never | phone books, club lists and whatever 


about | wey to locate a man who might 





| 


o problem was how to get hold of him. 


| cashier, but one of the leading producers 


ing his eyes and ears open, without mak- 


his efforts will be of no avail. At the 
outset of his work, Mr. Kibrick re- | 
marked to the agency cashier that he 
had no difficulty in selling life insurance, 
once he could get hold of a man, but 


‘he cashier replied that if she knew the 
answer, she wouldn’t be an agency 


in the business. During his early years, 
Mr. Kibrick tried all of the known meth- 
ods of prospecting. He used directories, 
could find. 


else he And he lost no op- 


be a possible prospect, constantly keep- 





ing himself a bother to anyone. As a 
result, he has a system of prospecting 
that is comprehensive, with no one chief | 
source of new names. But it is a sys- | 
tem that furnishes an abundance of new | 
names, his sales analysis showing that | 
well over half of the new cases written | 
were on new people he had never seen 
before. 


Over-Efficiency Cut | 
Volume of Business 


In this connection, he pointed to the 
dangers of a He said that 
in 1921 he wrote 211 cases for over 
$2,000,600. That year’s y wee en made 
him proud of his own ability and also 
weary with the work involved. 


| business 
| discovered that it is only by hard work 


| gave 


} policy 
So he |¢ 


decided to go to an expert and have the 
work analyzed, with suggestions as to 
means of easing it. It was found that 
$0 percent of the business gave 20 per- 
cent of his income. That is, 80 percent 
of the cases, the new clients, were for 
small policy amounts, giving only 20 
percent of his commissions. The other 
20 percent of the cases, the old repeat 
cases, had given 80 percent of his in- 
come. The expert suggested that he 
could omit the 80 percent that were not 
productive and put extra efforts on the 
other 20 percent, making his work easier 
and his returns greater. There were 
many fancy charts to prove the feasibil- 
ity of this. Mr. Kibrick tried it the fol- 
lowing year—with the result that his 
fell off drastically. He thus 


and constant utilization of new material 
that business can grow or even hold its 
own, 


New Man Takes Small 
Policy, but It Grows Later 


In going over last year’s business, 
he found that of the 161 cases written, 
95 were new people and 63 were people 
he had written before. The 63 gave him 
nearly $1,000,000, while the 98 new ones 
him considerably less than half 
that total. Thus the average of the new 
was only $2,500, compared with 
a $16,000 average on the old policyholder 
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who added to his insurance. This indi- 
cated that it was the new man who was 
going to provide the big volume of fu- 
ture business, proving the value of exert- 
ing every effort to adding new names to 
the clientele. He told of one case, where 
he had approached a man who had just 
seen a tragedy in the factory where he 
worked. With this fresh in his mind, 
he was sold a small policy of $1,000 or 
so. But that client today is one of his 
big policyholders, having grown in his 
community, and Mr. Kibrick having 
followed him through all the years of 
advancement. It is this constant fol- 
low-up that gives a permanently grow- 
ing business. For it is the little man of 
today who will be the big man of to- 
morrow. 


Had to Overcome 
Timidity in Canvassing 

Another factor in his work is the use 
of all possible sources of help. He said 
that he was happy to admit he “leans” 
on many things and the suggests that 
every agent should do likewise. Good 
reading is one of these, he said. Family, 
clubs, social and community activities 
are others. Anything that will stim- 
ulate one’s interest in life and in the 
work in particular—and which will aid 
in cultivating the man and his knowl- 
edge of human nature—is an aid that 
should be called into service. Mr. Ki- 
brick also said that he has made valuable 
use of cold canvass and in that has had 
to overcome a gigantic timidity. He 
said that he often had to mentally force 
himself into a man’s office, but once 
there, he had no difficulty in carrying 
on an interview. He does not always 
sell on such approaches, but .he builds 
contacts, which later develop into sales. 
He also uses the endless chain system, 
though in a different way from some 
others. He never asks a man for names 
of friends or relatives, but he so di- 
rects the conversation during the later 
stages of a sale that such names come 
into it and he is thus armed to ap- 
proach others. Also, in approaching 
these other contacts, he does not start 
off with reference to the man just in- 
sured, but approaches on a strictly cold 
canvass basis, permitting this other con- 
tact to enter into the conversation only 
as it naturally may. 


Friend Was Seeking 
Only Large Risk 


As an example of his ingenuity, Mr. 
Kibrick told of the case where he had a 
$100,000 line rounding into shape, only 
to find that a friend of the owner was 
going to start into the life insurance 
business, with this as the first nest egg. 
Mr. Kibrick immediately countered by 
the suggestion that such a start would 
ruin this new man and he would never 
write another case. Rather, he suggest- 
ed, the prospect should, if he wanted to 
help his friend, place the business else- 
where—and not to be accused of unfair 
competition. He suggested that he guar- 
antee that $100,000 to this friend for fu- 
ture delivery six months or a year hence, 
when he himself had written a like 
amount, to prove that he could and 
would sell of his own accord and not live 
on hand-outs. Mr. Kibrick thus retained 
the case, agreeing to turn over to the 
new man a like amount at any time that 
he measure up to this standard—which 
never developed, as the man was seek- 
ing the one risk only. 


WATCHFUL WAITING 
SELLING METHODS 


(CONTINUED FROM PAGE 3) 


velopment—but not trying to force it 
beyond the desires of the prospect. 


Sales Methods Investigation 


As an interesting side-line, Mr. Earley 
gave the results of a personal investi- 
gation in sales methods which he has 
just made. He wrote to several of the 
outstanding national sales organizations, 
including the National Cash Register, 
Chevrolet, Douglas Ellman, Packard, 


Curtis Publishing, Halsey Stewart and 





others. And he asked their leading 
salesman to answer certain questions 
as to their sales methods. He found 
that the minimum number of calls per 
day was from five, reported by the Na- 
tional Cash Register, to 10 or 12, re- 
ported by an office equipment company. 


Selling Prospects 


On the question of how often the 
salesmen saw their prospects, it was 
every two months for the office equip- 
ment man, once a month for a magazine 
space seller, every two months for the 
National Cash Register and every month 
for the National City Bank. The per- 
centage of business secured from old 
clients was shown to vary widely, from 
40 percent by the bond salesman, to 80 
percent by the man selling magazine 
advertising space. These were cited to 
show a close parallel between life sales 
work and the keenest type of sales work 
of a general nature known in the coun- 
try. 


LIFE INSURANCE MAN OF 
TOMORROW IS DESCRIBED 
(CONTINUED FROM PAGE 3) 
the presentation being pleasant and re- 
flecting the positive tone of life insur- 


ance, 
Recognizes New Uses 


The agent will recognize the new uses 
of life insurance, which are fully as nu- 
merous as the new uses of electricity 
which the utility companies so broadly 
advertise. 

In the future, the agent will not mere- 
ly be selling one policy after another, but 
will be building up a group of people 
who will look to him for counsel. The 
future prospects are the policyholders 
of today and those sold today will buy 
from someone else tomorrow, unless the 
agent follows up on his own sales. 

Again, the agent tomorrow will not be 
satisfied with writing policies, but will 
be an analyst of his clients’ allied needs, 
seeing to such provisions as trusts, deeds 
and the like. He will fit himself for this 
broad service to his clients. 


CHARGE NEW JERSEY 
REPORTS “DOCTORED” 


(CONTINUED FROM PAGE 3) 


reports emanating from such other states 
when certified to New Jersey. And it 
was unequivocally denied by the New 
York state superintendent of insurance. 
We do not believe it. Even if true, it 
is no excuse. It undermines the con- 
fidence and comity that should exist be- 
tween our states. The practice must 
never be resurrected. The only color- 
able justification offered was that mat- 
ters of mere opinion of the examiner 
might be unfairly or maliciously incor- 
porated in such report. This is readily 
cured by affording a hearing to each 
company before the report, in final form, 
is filed.” 


MACLEAN GETS OUT NEW 
EDITION OF HIS BOOK 





The McGraw-Hill Book Company has 
gotten out a new book, it being the sec- 
ond edition of “Life Insurance” by 
Joseph B. MacLean, assistant actuary 
of the Mutual Life of New York. The 
important changes in company practices 
in regard to disability benefits and 
group insurance and the extensive de- 
velopment of these branches have 
rendered necessary the new edition, 
This is a comprehensive book for the 
student of life insurance. It takes up 
the organization of companies, kind of 
policies, mortality table, premium rates, 
reserve, terms of the policy, selection 
of risks, insurance of substantial risks, 
dividends, annual statements, disability 
benefits, double indemnity, group insur- 
ance, industrial insurance, internal or- 
ganization, legal aspect of life i insurance, 
historical development of life insurance 
in the United States and other im- 
portant topics. The books sells for $4. 
THE NATIONAL UNDERWRITER is sales 
agent for this book. 
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ARE YOU SUCH A MAN? 


Age—25 to 45. 
Education—At least high school. 


Business experience—Knows how to | 
write life insurance and has not made | 


too many changes. 
Organization ability. 
No lack of industry. 


If so, it will pay you to address K- 73, 


care The National Underwriter. 











A REAL OPPORTUNITY AT 


DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 





and y for the position of Man 

—-. Write fate. in t+ =~ 

t Department Toledo Trav. 

elers > — Company, Toledo, Ohio, 
oa 


A PURELY MUTUAL 


Company! 


If You Have Knocked 


2. An unexcelled renewal commission 
3. Your beneficiary a renewal pension 





the “‘T” Out of ‘Can't’ 


WE CAN GIVE 





You a liberal first year commissia 








ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional opportunity for 4 
live producer to make at least $500 
per month, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependent 


If you can qualify for this oppor 
aun, give full details of all past 
business connections in your 
letter, which will be treated 4 | 
confidential. 


W. C. C. 


Lock Box 1365 
Columbus, O. 





The Little Gem Life Chart will © 


out April 1, or a few days before, 2 
a five-year financial and insurance & 


hibit of all American 
first of these charts 
This is just one extra feature 


companies, 
to be publishe’ 
whit? 


the Little Gem contains over other vest 


pocket books. 


Have you ordered yours 


The National Underwriter. 





first | 


| 
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If you are interested in selling life 


K-73, | insurance you will be interested in the 
) in key to the Gem City Life’s record of 
— increasing its assets and insurance- 
— in-force by more than twelve-fold in 


ten years ten years. 


ID 

— In the agency contract and the pol- 
nce to| icy line which includes all standard 
i? and some special forms of partici- 
send pating and nonparticipating contracts, 
-—___. | . 


group insurance and accident and 
health coverage, will be found the real 


reasons for the success of the Gem 
TIMES City Life agents. In the success of 
our agents lies our success also. 





















The Reason 


will interest youif....... 





W. Lt. MOODY, JR. W. L. MOODY, II W. J. SHAW 
President Vice President Secretary 
SHEARN MOODY T. L. CROSS 
Vice President Vice President 


American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 


Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 


























wnt’ THE If you will write I. A. Morrissett, 
president, he will be glad to give 
INSURANCE you complete details of our agency 
IN contract and reasons why it will pay 
FORCE you to join the Gem City Life. 
: i j Eight millions of increase first eight 
—s months of 1928. 
TERRITORY OPEN 
In Ohio, Michigan, District is - 
of Columbia, West Virginia, G C 
Georgia, Alabama and The em ity Life 
re Louisiana. INSURANCE COMPANY OF DAYTON, OHIO 





A PLAIN STATEMENT 


While gratified by the larger increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time 
program of development consisting of— 


lst—Specializing on the ~y and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual sav- 
ings to which this plan of operation entitles 
them. 


2nd—The building of a — of sales or- 
ganization capable of d with the 
business and professional men who make 
up this Preferred group. 

3rd—The training through personal instruction 
and group conferences of its Managers and 
General Agents in the essentials of sales 
management so they may successfuly re- 
cruit and train this better class of sales- 
men. 


We believe this program will not only secure the 
continued sound growth of the Company but will 
createa most unusual opportunity for those 
associated with it. 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 
256 BROADWAY, NEW YORK CITY 


On Agency Matters Address: 


James A. Fulton 
Agency Vice President 

















Supervisors Wanted in Ohio 


Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O"DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 






























































WITH THE RIGHT ORGANIZATION LIFE INSURANCE IS A GREAT LIFE WORK 

















To you who measure life 
insurance companies by 
the amount of life insur- 
ance in force alone, The 
Peoples Life is yet num- 
bered among the smaller 
organizations. 



































To you who judge companies by the opportunities they 
offer, The Peoples Life assumes major proportions. 


The rates of increase shown in the life insurance in 
force of this company during the last four years are 





such as to commend the company to the serious con- 
sideration of men who are desirous of improving 
— by affiliation with a company definitely on 
the 


The graph tells the story —doubled insurance 

in force in four years— 

over 20% increase last year Z This is one of a series of statements 
’ eane Z about The Peoples Life, Illinois. This 

—a 25 million goal for 1929 at ao Ce ee 

—and indicates, too, that the meat gh nF agh y CE SE 

ground floor opportunity 

will not wait long for you. 


\ 


WAY 


interested in representing the company 
are invited to communicate with 
J. Cotter, Agency Director. 


N 
\\ 
AN AAANA & — 
RMA 
. LAAN .' 
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THE PEOPLES LIFE INSURANCE 
COMPANYS ILLINOIS. 


CHICAGO, ILLINOIS. 


our Stedman: President. 
6.L.Lutterloh: - -Secrefary 











